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Soap Box Rules 
Down Memory Lane 
Roads and Rovers 
Dean Sullivan 
“Eddie” Edenburn 


Special Session 
To Diseuss Future 


F actory Relations 


St. Louis, Mo., Sept. 13.— 
A special meeting of the 
|board of directors of the 
O WELL ESTABLISHED is| National Automobile Deal- 


Chevrolet’s All-American soap/ erg Assn. has been called 
box derby that it can be said | for Oct. 2. . 64 ond 6 ot te 
without fear of contradiction that | Go.onado Hotel here. Revision 
the two championship events al- | o¢ various by-laws of the associa- 
ready run have firmly rooted this | ; : ext ae 
young classic in the automobile 


>see. 


By 
Chris Sinsabaugh 








and ith ¢ 4 circle | °@ factory -dealer relationships 
calendar — " H i By a " i: }and the establishment of future 
around it. Bi oner Came! | policy in this regard will be dis- 


“glorifying the American boy,” 
whick I think is the basic thought 
behind the promotion, which this | 
year brought something like 30,000 


kids into the “speed” battle. 
Eo * * 


| cussed. 
An important amendment to the 


mit the board of directors to fix 
| from time to time the amount of 
dues for membership in the asso- 
ciation and the manner of pay- 
ment thereof. 


TWO YEARS’ experience taught | 
the promoters that the rules need | 


renovating so as to make the race Other reasons for calling the 
more “amateur” in character and meeting at this time are to ar- 
give the SvSrag? boy a better | range a tentative program for the 
chance for his white alley. So on) ,,nual convention to be held in 


Tuesday of this week we of the 
technical committee assembled in | 
Detroit. We brushed and polished | 
the regulations and after we had | 
finished we slapped down on the 
desk of the vice-president and 
general sales manager of Chevro- 
let rules that had been drastically 
altered. 

First of all, the age limit was 


Detroit during the second week in 
January, 1936, and the election of 
directors to fill the vacancies in 
West Virginia, New York, Metro- 
politan New York and Rhode | 
Island. 

A revision of the by-laws will 
be sought to permit the definition 
of “Metropolitan New York” to 
include the counties of Nassau, 





| 
| 
| 
| 


changed. Instead of boys of OVOF Queens, Kings, New York, Bronx, 
six and not over 17 being eligible, | Woctchester, Suffolk, Rockland 
the tots were eliminated and next | 44q Richmond. Changes sought 


year at Akron the youngest boys | ¢,,. «\etropolitan Chicago” would 
must be over nine while the old- permit the inclusion of Cook, | 
< ee 0 SO, coenet Lake, DuPage and Will counties | 
e é ’s > > CE rithi ‘ area. 

build soap box racers, while over ae cant he further re- 

16 they are inclined to be mer- | vised to permit the calling of spe- | 
conary rather than sportsmen In | cial meetings upon 15 days writ- | 
building for the contest. ten notice. It would further per- 

z if mit the announcement of the | 
|} annual meeting to be carried in 
the NADA Bulletin or any other | 


IN KEEPING with the effort 
to make the championship more 
amateur in spirit, there is & new | publication of the association in- 
rule that provides that no “car” | 444 of written notices to each 
can cost more than $10 to build. | member. 


The lion’s share of the work of ios 7 
a . caaeae bo mae have | Hupp Set for °36 
Despite Legal 
Difficulty in Va. 


-operation from the fam- | 
no car may weigh over | 
Detroit, Sept. 13. Had it not 
been for the injunction clamped 









hereas this year the | 
0. Fifteen-inch in- | 
ch wheels are speci- 
remembering the bump 
Mc-Jamee got at Akron 


obt anu, 
Graham 


when a = sagg leona wheel = on the directors by A. M. Andrews 
skidded a. - 7. * cede as they assembled for their an- 
that every wheel must be rubber | nyal meeting in Richmond, Va., 


on Wednesday, Hupmobile would 


shod 
. have experienced no delay in hit- 





.>e technical committee 












use of these changes | ting the open road leading to 
ace will be much | a successful 1936 campaign, is the | 
‘e interesting. | feeling at the factory. Andrews’ | 

* |complaint, entered in the City | 
T’S TURN into| Chancery Court in Richmond, tied | 












a trip inspired 
the AAA Travel | 
*n by that clever 
N. Smith, execu- 
snt of the Ameri- | 
« Page 20, Col. 1) 


up the meeting and made the ac- | 
tions of the directors temporarily 
null and void. 

The return on the order is 
scheduled for Sept. 20 and if the 


(Continued on Page 4, Col. 5) 
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| tion will be sought and a report | 


by-laws to be sought would per- | 
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Sparks NADA Heads Meet Oct. 2 


eo 7 
Car Makers Meet Machine 





K. T. Keller, president of the Chrysler Corp, discusses the outlook 


with Charles J, Stilwell, president of the 
Builders Assn., at the National Machine Tool Show at Cleveland. 


GM Stockholders to Get ' 
Big Dividends in Future} 


New York, Sept. 13.—Stockhold- 
ers of General Motors Corp. will 
receive in the future the largest 
dividends possible, consistent with 
the needs of the business. Direc- 
tors are pledged to this policy by 
Alfred A. Sloan jr., president of 
the corporation, in a letter ac- 
companying the regular 50-cent 
quarterly and 25-cent extra dis- 
bursements currently payable. 

In determining dividends, how- 
ever, Sloan points out, other fac- 
tors must be given due weight. 
These include the progress of the 
business, maintenance of effective 


and efficient plant, and aggres- 
sive organization and adequate 
protection against such hazards 


as the political tendency of today 


'to penalize big business through 


discriminatory taxes and other- 


The Top Ten 
Passenger Cars 


First Ten in Registrations 
as Reported in ADN today. 










1935 1934 
| Pos. Make Pos. 
1—582,999 Ford 367,804— 1 






2—396,626 Chev. 346,887— 


9 
~ 
















3—259,355 Plym. 202,903— 3 
1—117,883 Dodge 60,633— 4 
5— 97,721 Olds. 44,683— 6 
6— 92,076 Pont. 51,321I— 5 
I— 48,834 Hud.* 40,553— 7 
8— 41,396 Buick 39,666— 8 
9— 29,045 Chrys. 16,735—10 | 
10— 25,448 Stude. 28,134— 9 | 
"Includes Terraplane, 
Total All Makes 
1,787,007 1,257,468 


See total registrations to 
date 1935-1934, pages 24 and 
25, this issue. 
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RECOVERY | 


— 


Improved Devices 
Cut Cost, Widen 
Consumer Market 


Cleveland Show Reflects 
Untiring Research In 
Past Few Years 


Cleveland, O., Sept. 13.— 
The modernization plans of 
the automotive industry 
which have run into the pur- 


chase of hundreds of thou- 
sands of dollars worth of new 
machine tools and metal working 
machinery during the past year, 
are directly responsible for pull- 
ing the machine tool industry out 
of the depression and is reflected 
in the exhibits which make up 
the National Machine Tool Manu- 
facturers Assn. show which 
opened with a preview on Tues- 
day of this week. 

Among the executives of the 
automotive industry who attended 
the preview banquet Tuesday 
night were K. T. Keller, president 
of the Chrysler Corp.; C. L. Me- 
Cuen, president of Oldsmobile; 
Col. Jesse G. Vincent, vice-presi- 
| dent of Packard; A. M. Wibel, di- 
rector of purchases, Ford Motor 
Co.; F. O. Tanner, director of 
manufacturing, General Motors 
Corp.; L. O. Johnson, director of 
General Motors Corp., and George 





Builders 





National Machine Tool 


wise, hazards which, he says, are | 


very real in times like these. |Christopher, of Packard Motor 
Were it not for the fact that | Car Co. Many others have signi- 
General Motors has never been | fied their intention of attending 


| while the show is in progress. 
In spite of the nearly $100,000,- 
Col. 1) 


niggardly to its shareholders—in 
the five years to 1929 it paid out 
63 per cent of earnings and in the 
next five years, to 1934, 113 per 
cent—it might be suggested that 
the pledge is more or less a 
recognition of the intimation that 
the Government intends to en- 
force strictly the surplus tax sec- | 
tions of the Revenue Act. Under 
this section undistributed earn- 
ings unless needed in the business, | . 
are so heavily taxed that their | By MEL ADAMS 
| Chicago, Sept. 13. Drawings 
| for space at the Automotive Serv- 
| ice Industries Show in Atlantic 
City and discussions of a proposal 
|} to amalgamate national associa- 
| tions in the parts, and mainten- 
‘ ance fields made Chicago the 
By 50 Per Cent | center of that industry today. 
With A. B. Coffman, show man- 
Flint, Mich., Sept. 13.—A 50 per | ager conducting the meeting, fac- 
cent increase in sales during 1936| tory chiefs and others represent- 
with a heavy volume during the|ing many of the exhibiting 


Page 3, 


(Continued on 
308 Draw Space 
For ASI Show; 


Discuss Merger 


(Continued on Page 4, Col. 3) 


Buick Aims To 


Increase Sales 


last three months of this year,| companies, met at the Bal Tabarin 
was the goal today of the Buick| in the Hotel Sherman for both 
Motor Co. morning and afternoon sessions. 

This ambitious sales program| When they had finished, show 


was outlined before visiting deal-| space had been allotted to the 308 


ers from throughout the United] exhibitors who will occupy 82,190 
States called to Flint to inspect! square feet at the ASI show in 
the new Buick line for next year| the Atlantic City Auditorium. 


3etween sessions a group retired 
to a room in the hotel at a closed 
meeting where V. C. Mott of the 
Kansas City Automotive Jobbers 
| told of a movement originated by 
this group for merging the na- 
tional associations. 

Just how the idea appealed to 
Ned Chalfant and B. W. Ruark, 
general managers of the National 
Standard Parts Assn. and Motor 

(Continued on 8, Col. 5) 


and lay plans for accomplishing a 
135,000 car objective. 

The new product received the 
enthusiastic approval of W. S. 
Knudsen executive vice-president 
of General Motors, and R. H. 
Grant, vice-president of the corp- 
oration in charge of sales, who 
were among guests at the first 
factory preview of the new cars. 

“Fundamentally our operations | 

(Continued on Page 4, Col. 1) 
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NADA Releases Second Profit Survey Data 


Gives Dollars and Cents 


Breakdown on 1934 Costs 


Detroit, Sept. 13—Analyzing 
the operating statements of 473 
dealerships handling new and 
used cars, parts, accessories and 
service during 1934, the National 
Automobile Dealers Assn., in its 
Sept. 10 Bulletin, places the deal- 
ers’ net profit at one-half cent per 
dollar volume of sales. The re- 
port in the NADA Bulletin says 
in part: 

“A preliminary study of totals 
compiled from the 1934 operating 
statements of 473 dealers (all 
makes) reporting in the NADA 
Special Trade Survey, reveals 
that their net ‘operating’ profit 
for their business, including new 
and used car, service and acces- 
sories departments, averaged one- 
half cent to the dollar volume of 
business handled, or one-half of 
one per cent, according to the 
statistical department of NADA. 


Opportunity Needed 

“In this, the second preliminary 
study, the one-half of one per 
cent profit to the dollar of sales 
volume is only the operating 
profit in all departments, derived 
by subtracting the total expense 
from the gross profit. Each 
dealer has other income, such as 
cash discounts, interest, and sale 
of junk; and other deductions, 
such as bad debts, income tax, 
etc., which are outside the sales 
operation. When these are added 
and subtracted, a final net profit 
of seven-tenths of one cent to 
sales volume is left for the dealers 
reporting in this group. 

“If this meagre return is con- 
trasted with the dividends re- 
ported by factories, the need for 
greater profit opportunity for the 
dealer is readily apparent. 

“The objective of this trade of 
5 per cent net on the dollar vol- 
ume, a goal set many years ago, 
is far from being realized in spite 
of the increase in sales. 


in accompanying tables 
that the major stumbling block 
to this desired profit return is | 
traceable to the used car opera- 
tions which, it will be observed, 
almost absorbs the profits of all 
departments of the business. 
All Departments 

“In the current, or second study, 
the sales in all departments of the 
473 dealers reporting, totaled} 





New Car Operating Profit. .$ 
Used Car Operating Profit. . 


Service Dept. Operat’g Profit 
Parts, Access’ies Oper. Profit 
Total Operating Profit. .$ 


Other Income Less 
Other Deductions......... $ 
Total Net Profit........ $ 











Exam- | 
ination of the percentages shown 
reveals | 





| inventory, 
| the gross profit, 


| the 


| pany use was $231,965, 


DISTRIBUTION OF NET PROFIT: 


$137,463,579. The cost of the sales 
totaled $112,184,084, leaving a 
gross profit of $25,279,495, or 
18.39 per cent of the total sales. 
“It must be borne in mind in 
the following analysis that all de- 
partments of the business are in- 
cluded, and that the percentages 
given are percentages of the gross 
profit. The seven-tenths of one 
cent per dollar volume handled is 
the one exception .made in this 








second study of the reports. 


Payroll Nearly Half 

“Of the gross profit of $25,279,- 
495, the total expenses took $24,- 
523,081, or 97.01 per cent. 

“The total payroll, including 
owners, officers, supervision, cleri- 
cal, other wages and salesmen’s 
salaries, commissions and bonuses, 
amounted to $12,574,674, or 49.7 
per cent of the total gross profit, 
which was distributed as follows: 


“The direct cost of sales, sal- 
aries, commissions and bonuses 
accounted for $4,555,031, or 18 per 
cent of the gross profit, the sales- 
men’s salaries being 3.5 per cent; 
commissions and bonuses 14.5 per 
cent. 

“Delivery expense was $556,035, 
or 2.2 per cent of the gross profit. 

“Installing accessories, etc., took 
$87,958, or .3 per cent. 

“Guarantee cost $1,177,190, 
4.7 per cent. 

“Advertising for new cars was 
$583,327, or 2.3 per cent. 

“Salaries of owners or officers | 
totaled $2,099,321, or 8.3 per cent. 

“Salaries for supervision were | 
$2,026,559, or 8 per cent. 

“Clerical salaries consumed $1,- 
410,928, or 5.6 per cent. 

“Other salaries and wages came 
to $2,482,835, or 9.8 per cent. 


Miscellaneous Repairs | 
“Miscellaneous repairs to used 
cars cost $255,371, or 1 per cent of | 
gross margin. This item includes | 
only the incidental expenses that | 
do not add to the value of the | 
while reconditioning 
costs of used cars are included in | 
the $112,184,084 costs of sales. 
“Tt cost $888,389, 3.5 per cent of 
to demonstrate | 
89,093 new cars, and 146,678 
used cars sold. | 
“The expense on cars in com- |} 
or .9 per 


or 





cent. 


| HOW DEALER’S DOLLAR IS DISTRIBUTED 

1934 Operating Summary—473 Dealers | 

Per Dealer: New Cars—203; Used Cars—299 

DOLLAR VOLUME DISTRIBUTION: 

Total % Total Per Dealer 

New Car Sales..............$ 80,043,083 58.23 $169,224.27 

meee Cer TONGS, oo cnccccccae 31,398,913 22.84 66,382.48 | 

Service Dept. Sales ........ 11,593,958 8.43 24,511.54 | 

Parts and Accessories Sales. 14,427,625 10.50 30,502.38 | 

ee Ne as as a hale $137 68,579 100.00 $290,620.67 | 

GROSS PROFIT DISTRIBUTION: 

% Sales | 

| New Car Gross Profit......$ 15,577,197 19.46 $ 32,932.76 

Used Car Gross Profit...... 137,377 43 290.44 

(loss) (loss) (loss) 

| Service Gross Profit........ 5,708,144 49.23 12,067.96 — | | 
Parts, Access’ies Gross Profit 4,131,531 28.64 8,734.74 
Total Gross Profit...... $ 25,279,495 18.39 $ 53,445.02 

EXPENSE DISTRIBUTION: 

New Car Expense..........$ 11,076,830 13.84 §$ 23,418.24 
Used Car Expense.......... 5,424,210 17.28 11,467.67 
Service Dept. Expense...... 5,572,713 48.06 11,781.64 

Parts, Accessories pene. 2,449,328 16.98 5,178.28 
Total Expense..........$ 24,523,081 17.84 $ 51,845.83 


(or 97.01% of Gross Profit) 


4,500,367 5.62 $ 9,514.52 
5,561,587 17.71 11,758.11 
(loss) (loss) (loss) 

135,431 1.17 286.32 
1,682,203 11.66 3,556.46 
756,414 55 $ 1,599.19 


(or 2.99% of Gross Profit) 


211,506 
967,920 


15 $ 
70 $ 


447.15 
2,046.34 





| the small items 


| $137,525, 
| tenance of equipment, $123,614, or 
on of | 


| buildings and real estate, 
taxes, other than 





(Left to right): 


in Roy D. Chapin’s office. 


IN 1934—BY SALES 


DOLLAR 
VOLUME 
Over $1,000,000 
500,000-1,000,000 
500,000 
250,000 
100,000 55 
50,000 17 
25,000 6 


Profit 
8 
47 
85 
112 


250,000- 
100,000- 
50,000- 
25,000- 
10,000- 


[ Sir Malcolm Visits Hithion 


Stuart G. Baits, vice-president in charge of engineer- 
ing, Hudson Motor Car Co.; Roy D. Chapin, president; Sir Malcolm 
Campbell, world’s speed king; A. E. Barit, vice-president and general 
manager, and I. B. Swegles, vice-president in charge of manufacturing, 





Pet. 


66.6 
81.1 
70.8 
69.6 
68.0 
51.5 
75.0 


69.8 


Loss Pct. 
4 33.4 

11 
35 
49 


18.9 
29.2 
30.4 
26 32.0 
16 48.5 
2 25.0 


143 30.2 


VOLUME 


Total 


12 


58 


120 
161 
81 
33 
8 


473 


Pet. 
Total 
2.53 
12.26 
25.33 
34.06 
17.16 
6.97 
1.69 


[ 
| DEALERS MAKING NET PROFIT OR LOSS 
| 
| 
| 


100.00 


DEALERS MAKING NET PROFIT OR LOSS 
IN 1934—BY POPULATION GROUPS 


POPULATION Profit 
Over 1,000,000 9 
500,000-1,000,000 20 
250,000- 500,000 28 
100,000- 250,000 21 
50,000- 100,000 33 
25,000- 50,000 35 
10,000- 25,000 69 
5,000- 10,000 33 
2,500- 5,000 33 
Less than 2,500 


Total 


“Stationery 
cost $212,751, or .8 per cent. 


Pct. 
37.5 
58.9 
63.7 
65.7 
66.0 
64.8 
72.7 
81.7 
80.5 
81.6 


69.8 


and office supplies 


“Other supplies cost $646,117, or 
| 2.6 per cent. 


“Miscellaneous advertising 


to $813,093, or 3.2 per cent. 


came 


“Traveling expense was one of 


$186,267, or 
cent. 


“Subscriptions, dues, 


etc., 


.7 per 


to- 


taled $152,283, or .6 per cent. 


“Legal services and 
cost $139,675, or .5 per cent. 
“Freight, express and 
took $147,647, 


auditing 


hauling | 
or .6 per cent. 


“Telephone and telegraph cost 


$418,835, cent, 


postage 


or 1.7 per 
at $79,743, or 


with 


.o per cent. 


“Miscellaneous expenses were 


$846,605, 
included 
laundry, 
advertising 
etc. 


3.4 per cent. 
items 


or 
such 
ice, 

for help, 


Rent Is 7.7% 
and leaseholds 
or 7.7 per cent. 
of buildings 
per cent; the 


“Rent 
$1,942,325, 
maintenance 
or .5 
the depreciati 


. per cent; 


| buildings, $165,217, or .7 per 
equipment, 
taxes on 


the depreciation of 
$457,375, or 1.8 per cent; 
$15 
or .6 per cent; 


came 


These 


as towels, 
window’ washing, 
donations, | 


to 
The 
cost 
main- 


cent; 


1,489, 


income, $296,390, or 1.2 per cent. 


“Insurance on 
$68,469, or .3 per cent, and 


buildings 


was 
other 


insurance, $537,741, or 2.1 per cent. 


“Heat, light, power and 


water 


cost $645,011, or 2.6 per cent. 


“Thus, 


it is indicated, the mar- 


gin between the gross profit of 
$25,279,495 and the total expenses 


of the 


business of $24,523,081, a 


difference of $756,414, or approxi- 
mately $1,599 per dealer reporting, 








Pct. 
62.5 
41.1 
36.3 
34.3 
34.0 
35.2 
27.3 
15.3 
19.5 
18.4 


Loss 


30.2 


is so close that a few wild trades 
can completely wipe out an entire 
and that with a net 
car unit, 
likewise cuts into | 


year’s effort, 
loss of $14.76 


added volume 


% Rept. 


Total Ea. Pop. 


24 
34 
44 
32 
50 
54 
95 
39 
41 
60 


473 


per new 


5.09 
7.19 
9.32 
6.76 
10.58 
11.42 
20.04 
8.24 
8.68 
12.68 


100.00 





| ing, 





| the rest of us copy,” 


ing out of the service, parts and 
accessories departments, 

“NADA wishes to point out that 
final conclusions cannot be drawn 
from these preliminary §state- 
ments. They serve only to point 
out major trends. Comparisons 
should take into consideration 
many other features such as: 
makes, location of dealers, size of 
dealer operations, etc. As soon as 
sufficient reports have been re- 
ceived, comparable breakdowns 
will be made, and after they have 
been analyzed and cross-checked 
from every angle, they will be 
made available to the trade. 

“From the foregoing picture, it 
should be evident to dealers that 
NADA in carrying out this Trade 
Survey is overlooking no angles 
that may affect the final result. 
Dealers who have not yet for- 
warded their operating state- 
ments for 1933 and 1934 are urged 
to do so promptly in order to help 
in building a complete, thoroughly 
convincing result and to partici- 
pate in the complete analyses 
which will be available later.” 


Cam phell Visits: 


Says Engineers 


Head Auto World 


Detroit, Sept. 13.—Sir Malcolm 
Campbell, who visited here last 
week at the invitation of Roy D. 
Chapin, president of the Hudson 
Motor Car Co., is a great admirer 
of American automotive engineer- 
he confided to Hudson offi- 
cials. “There is no denying the 
fact that you Americans lead the 
world in automobile design, and 
he stated. 
“IT have come to know the Hud- 
son cars,” he said, “not only from 
my many contacts with them 
abroad but from my experience in 


| driving them to stock car records 


'at Daytona Beach 


last winter. 
The remarkable performance you 
build into your cars is the envy 
of the world. Of course, in our 
country, as in many others, we 
are hampered in our design by 


| taxation, but our tendency of de- 


the narrow margin of profit com- | 





| Harmsworth Trophy race. 


sign is in the same direction as 
yours. 

Sir Malcolm sailed from New 
York on Sept. 12. While here 
many asked him if he would go 


after speed boat records and par- 
ticularly if he would enter the 
While 
intrigued by the idea Sir Malcolm 
was noncommittal. 





















Delivery 


Misc. 









Traveling 








Postage 























DISTRIBUTION OF EXPENSE 
TO GROSS PROFIT 
Average—473 Dealers for 1934 


Salaries—Salesmen 
Commissions and Bonuses....... 
Expense 
Installing Accessories, ete 
Guarantee 
Advertising—New Car 
Salary—Owners or Officers....... 
Salaries—Supervision 
Salaries—Clerical 
Other Salaries and Wages........ 
Repairs to Used Cars 
Demonstration Expense 
Expense on Cars in Company use. 
Stationery and Office supplies... 
Ce III, goa ccascsnccesces 
Advertising Miscellaneous........ 
Expense 
Subscriptions, Dues, ete 
Legal and Auditing 
Freight, Express and Hauling.... 
Telephone and Telegraph 
Miscellaneous Expense 
Rent and Leaseholds............. 
Maintenance—Buildings 
Depreciation—Buildings 
Depreciation—Equipment 
Taxes—Building and Real Estate. 
| Taxes—Other than income 
Insurance—Buildings 
Insurance—Other 
Heat, Light, Power & Water 


die pic ae ak Re, 


TOTAL EXPENSES......... $2 24,523,081 








Total % Per Dealer 










































































3.50 $ 1,867.95 
3,671,488 14.52 7,762.13 
556,035 2.20 1,175.55 
$7,958 35 185.96 
1,177,190 4.66 2,488.77 
583,327 2.31 1,233.25 
2,099,321 8.30 4,438. 31 
2,026,559 8.02 4,284.48 
1,410,928 5.58 2,982.93 
2,482,835 9.82 5,249.12 
255,371 1.01 539.90 
888,389 3.51 1,878.20 
231,965 92 490.41 
212,751 84 449.79 
646,117 = 2.56 1,366.00 
$13,093 3.22 1,719.01 
186,267 74 393.79 
152,283 60 321.95 
139,675 55 295.29 
147,647 58 312.15 
418,835 1.66 885.48 
79,743 32 168.59 
846,605 3.35 1,789.86 
1,942,325 17.68 4,106.39 
137,525 54 290.75 
165,217 65 349.30 
457,375 1.81 966.97 
151,489 60 320.27 
296,390 1.17 626.61 
68,469 27 144.75 
537,741 2.13 1,136.87 
645,011 2.55 1,363.66 










97.01 $51,845.84 





Machine Tool Advance Smooths Recovery Path 


o—_——____ -_ 


| 


New Time Saving Devices 
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Reduce Costs and Prices 


(Continued from Page 1) 


000 being spent in modernization 
and expansion by the automobile 
industry, of which a large propor- 
tion is represented by new ma- 


chinery and machine tool equip- | 
is | 
looked upon by the Tool Manu- | 


ment, the automotive market 


facturers Assn, members as their 
largest customer. They estimate 
that only about 10 per cent of the 


obsolete machines that will need | 
| exhibiting at the show unquali- 


replacing in the next few years 


have been replaced, The machines | 


on exhibit and the attitude of the 
attendants in the booths reflect 
this feeling. 


When an old established indus- | 
in basic materials | 


try dealing 


does as much business in the 


first seven months of this year} 


as it did all of last year and last 
year did 60 per cent more than it 
did the year previous it can be 
readily understood that optimism 
is the keynote of its national ex- 
hibition. The Machine Tool Build- 
ers’ Assn., which is now holding 
its third national show in Cleve- 
land, represents an industry which 
in 1933 did approximately $30,000,- 
000 worth of business. In 1934 
this volume jumped to $50,000,000 
and during the first seven months 
of this year had totaled some- 
what over $48,000,000 or approxi- 


mately what it did the whole pre- | 


ceding year. 


Car Builders Buy 


That this almost phenomenal in- | 
crease in business is due almost | 


entirely to the demands of the 
automotive industry for better 
tools, for greater precision in 
manufacture, to an insistent de- 
mand for tools that will allow 
the manufacturers of cars and 
trucks to produce better products 


at no increase in cost to the man | 
in the street should bring a feel- | 


ing of pride to every man en- 
gaged in the automotive business. 
Everywhere one goes throughout 
the show the mere mention that 
you are connected with the auto- 
mobile industry is all that is 
necessary to bring out the fact 
that even today, anywhere from 
30 to 80 per cent of the business 
being done by the builders of ma- 
chine tools is with firms cata- 
logued as being a part of the auto- 
motive industry. 

Throughout this five acres of 
gigantic machines and precision 
tools one is repeatedly told that 
practically every machine in the 
exhibit is of absolutely new de- 
sign, a machine that has been de- 
veloped and produced in the past 
‘few years while the industry was 
losing money. Machines are 
pointed out that were developed 
to do an extra finish operation or 
to enable a working to closer 
limitations that would not have 
been given consideration five 
years ago. 


Looking Ahead 
Guy Hubbard, a Cleveland con- 
sulting engineer, who is consid- 
ered the official historian of the 


machine tool industry and who is | 


reading a paper before the associ- 


ation next Tuesday evening en- | 


titled ‘‘Tomorrow’s Machine 
Tools,” says that it was fortunate 


for the machine tool industry to | 
customer | 


have its most critical 
as practically its only customer 


as the tool maker had to keep his | 
shop in step with the rapid and | 
in design | 
demanded by the automotive in- | 
in | 


far-reaching advances 


dustry or they didn’t share 
what limited business was avail- 
able. The automotive 
was the first to adopt the new 
cutting materials now being used, 


the new steels and carbides, the | 
the | 


improved abrasives and as 
machine tool makers worked out 
the 


motive manufacturer, these im- 
provements have been passed on 
to other industries and now we 


find quieter and more efficient | 


| speed with greater accuracy 





industry | 


problems of manufacturing, | 
each brought forth for the auto-| 


sewing machines, washing ma- 
chines, electric refrigerators and 
enumerable other utilities as a di- | 
rect result of the automotive 
pioneering. 

While a lower manufacturing 
cost per piece has always been 
a very desirable qualification of 


any tool bought by the automo- | 
tive industry during the past year | 


or so, the executive of every firm 


fiedly states that the first con- | 
sideration of the buyers has been 
higher quality and second greater 
in 
maintaining close limits. 


Foreign Visitors 


Visitors from all over the world | 


are here in Cleveland just to see 
the machines on exhibit at the 
show. 
mately 100 manufacturers and en- 
gineers from England are in at- 


tendance, a delegation of 49 from | 


Russia are busy placing spot or- 
ders for immediate shipment, ap- 
proximately 50 from Germany 


and delegations from Belgium and | 
Japan are among those who are 


groups. Smaller 
from Switzerland, 
Sweden, Poland 


attending in 
delegations 


Canada, India, 


|and Holland have also registered 


in. 


A delegation of approxi- | : 
| which Harry Hartz drove to the 


| summit in 2! 





About 2,500 tons of machinery 


lis on exhibition in the booths of | 


the 238 exhibitors and the prod-| 
ucts on show range from minute 
bearings weighing but a fraction 
of an ounce to giant goliaths of 
the machine tool business, one a 


140,000 pound combination milling, | 


drilling and boring machine con- 
trolled by one operator who plays 
on a series of electrical 
controls like an accordion player 
plays his instrument and another 
big 50-ton dieing machine which 
eats aluminum ribbons which it 
turns into completed gasoline 
tank caps at the rate of 50 a 
minute. 


Central Control 

One of the chief developments 
of the machine tool industry as 
indicated by the machines on ex- 
hibition is the centralized elec- 
trical control over the big ma- 
chines which enable one operator 
to stand in one place and direct 
the operations of his machine like 
the captain controls a ship from 
the bridge. Another is the trend 
towards making all machines 
automatic or semi-automatic to 
cut down the chances of error by 
the operator and to reduce the 
time of operation. 

Safety is a very important 
feature that is in evidence in the 
new machine designs. Automatic 
devises shut off the current from 
the individually coupled motors 
whenever a port is opened to ad- 
Col, 1) 


(Continued on Page 18, 


button | 


Trucks Race Up Pikes Peak 


Chevrolet half-ton pick-up truck, 


minutes, 3 seconds 
at the finish line, where John L. 
Jenkins (left), automobile editor 


of the Chicago Daily News, and 


Leon Pinkson (right), of the San 
Francisco Chronicle, are discus- 
sing its run with Hartz. 


‘Goodrich Sues 


Stock Group to 


Forestall Fight | 


York, Sept. 13.—To vali- 
proposed bond issue of 
$45,000,000, the B. F. Goodrich Co. 
filed suit yesterday in the Su- 
preme Court here against a group 
of stockholders for a judgment 
that at meetings of stockholders 
of the company in July, a pro- 


New 
date a 


| posal to mortgage the company’s 


franchises and property for $45,- 
000,000 as security for a bond issue 
was approved by 75 per cent of 
the preferred stockholders and a 
similar proportion of the common 
stockholders. 


The complaint says legal sanc- 
tion for the mortgage is neces- 
sary before bonds are issued and 
sold to the public, because the 
question whether three - quarters 
of the two classes of stockholders 
approved the mortgage may be 
raised in a court action, with the 
possibility that a decision adverse 
to the contention of the company 
may be made. 


The complaint says that at a 
stockholders’ meeting at 230 Park 
Avenue on July 16, 225,024 shares 
of preferred stock out of a total 
of 294,308 and 869,884 shares of 
common out of 1,156,101 were 
voted for the mortgage. It con- 
tinues that at a special meeting 
on July 29 additional stock, which 
was in hand but was not voted. 


Section of Machine Tool 


week and next. 


3 


Chevrolet Trucks Prove 


Power on Mighty Peak\. 


Detroit, Sept. 13.—A 
truck speeding up the 12.4-mile 
climb to the summit of Pikes 
Peak, to set a record that came 
within seven minutes of equalling 
the fastest stock passenger car 
time, was the spectacle that | 
greeted tourists on the world’s} 
highest auto highway Sept. 6-7. | 
The run was one of a series of 
tests conducted by Chevrolet, the | 
first formally observed and timed | 
runs of motor trucks ever held 
over the course leading to a} 
finish line 14,109 feet above sea | 
level. | 


1-'%-ton 


Power, endurance and efficiency | 
were tested over this natural 
proving ground, where not only a| 
long distance over stiff grades | 
must be overcome, but also the 
unfavorable effects of altitude on 
carburetion and compression. At 
the bottom of the course, the 
altitude is 9150 feet above sea 
level, while the finish is 4959 feet 


Show 


| hill 





| Here is one section of the “National Machine Tool Show being held at the Cleveland Auditorium this 
This photo was taken just before the doors were thrown open Wednesday. 


higher, and at these altitudes 
engines’ ability to develop energy 
is reduced by the low atmospheric 
pressures and lack of oxygen, 

Against these odds, a Chevrolet 
ton-and-a-half truck, with cab and 
stake body, carrying a full 3000- 
pound load, covered the official 
course of the Pikes Peak national 
climb in 37 minutes 52-% 
seconds, at an average speed of 
20-'2 miles an hour, then repeated 
the climb without load in 26 minu- 
tes 12 seconds, averaging 29.8 
miles an hour. On both runs, the 
1-'%4-ton truck was driven by W. 
P. Bentrup, of Colorado Springs, 
winner of the Penrose trophy in 
one of the annual Labor Day 
climbs for race cars, and also 
winner one year in the _ stock 
small-car class in slower time 
than his fastest Chevrolet truck 
record. 


308 Draw Space 


For ASI Show; 


Discuss Merger 


(Continued from Page 1) 


and Equipment Wholesalers Assn., 
respectively, could not be learned. 
Both of them stated that they at- 
tended the gathering merely as 
observers. 

The Illinois Automotive Assn. 
which met here earlier in the 
week to discuss the Kansas City 
proposal took action by naming a 
committee to go nto the merger 
proposal more thoroughly. 

Silence on the part of the na- 
tional association chiefs who are 
here is attributed to the fact that 
the amalgamation idea has not 
reached the stage of a complete 
plan. 

Whether officiall7 on the NEWA 
and NSPA prograns at their At- 
lantic City meetings in December, 
it is thought certain that merger 
talk will be in the air among 
members at the conventions and 
show. 
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Visiting Deale 
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Buick Aims to Increase Sales by 50 Per Cent 


lers Hear 





Sales Program for 1936) 


(Continued from Page 1) 
next year will be greater than in | 


for next year are the direct result 
of definite objectives set up nearly 
two years ago,’ Harlow H. Cur- 
tice, Buick president and general 
manager, told the dealer organi- 
zation. “The first of these objec- 
tives was to put Buick promin- 
ently in the lower price market. 
The second was to return to mid- 
year announcements of new 
models. 

“We are going to market for 
1936 with the finest and best 
rounded program Buick has had 
in many years. Our new cars are 
not simply new models. They 
represent an amazing regenera- 
tion of the product, stepped up 
and designed up to these modern 
times and to the desires of the 
people, 

“In designing and engineering 
the new cars we made a depar- 
ture from the past wherever that 
was necessary, building to meet 
the modern mode, to take Buick 
out of the utility class and put 
it in the smart style class. This 
has been accomplished with no 


STRIPPED FOR ACTION—These 


the past, means an increase of 


50 per cent over the 1935 business. | 


The year, 1935, 


should produce | 


sales of approximately 85,000 units. | 


Our goal for 1936 will then be 
135,000 cars.” 


While bands blared a song of 


triumph, Men of Buick from the | 
of the United | 


extreme corners 
States, from New England and 
from the Pacific Coast, converged 
on Flint for the first dealer pre- 
view of the new 1936 line, 

Three special trains rolled into 
the sidings near the I.M.A. audi- 
torium bringing a total of 728 
Buick dealers and quota-breaking 
salesmen for their first visit in 
years to Buick’s home town. 

For many of the group it was 
the first view they had of the city 
which produces the products they 
sell, 

The New England delegation 
was one of the first to arrive 
aboard a Pere Marquette train 
that pulled in alongside the audi- 
torium. 


bare-skinned Buick bearcats 


are bearding themselves in their own dens in preparation for the 1936 


selling campaign. They 
States to see the new cars they’d 
their shirts 


sacrifice of basic durability 
economy. Every sound and solid 
element of quality that distin- 
guished the Buick of old and that 
serves as the foundation of the 
priceless Buick reputation, has 
been retained.” 

The increase in the projected 
sales volume of Buick for 1936 is 
only a logical step in the vital- 
ized Buick program, W. F. Huf- 
stader, Buick vice-president and 
general sales manager, declared. 

“We feel that we are entitled 
to anticipate a 20 per cent in- 
crease in the over-all market,” 
Hufstader said. “Buick’s share of 


this expected general increase, for 6 


came clean from all parts of the United 


heard about at home. 
on Buick. 


They bet 


and® 


Dealers to Meet 


Minneapolis, Minn., Sept. 13.—The 
16th annual convention of the Min- 
nesota Automobile Dealers Assn. is 
scheduled to be held Nov. 20 in Min 
neapolis, in accordance with a deci 
sion reached by the association’s 
board of directors. There are ap- 
proximately 1,200 automobile dealers 
in Minnesota, all of whom will be 
invited to participate in the conven 
tion and conferences. 

W. W. Wallwork of Moorhead 
president of the association. Offices 
of the organization are 
in Minneapolis under the direction 
of A. N. Benson, executive secretary. 


is 


MUNCIE MEN MIGRATE—This contingent from the Glenn Mo- 
tor Sales, Muncie, Ind., were greeted upon their arrival at Flint by 
N, C. Cunningham, Buick district manager at Indianpolis (left). They 


are (left to right): Harry L. Merz, 
and Brack Tate. They were 


Frank S. Glenn, E. R. Niedanthal 
four of the 4,000 dealers to 


attend the meeting. 


maintained | 


distribution becomes practically 
imperative. 

Sloan again, as he did in his 
announcement at the time of 
declaration of the dividend, refers 
to the desirability of continuity in | 
the regular dividend rate as dis- 
tinct from extras. This, he says, 
must reflect not only current con- | 
dition of the business, but must 
take future trend into considera- | 
tion. While he points to the un- 
certainty of appraising the future 
under existing conditions, the em- 
phasis on the regular rate will 
hardly be missed by stockholders. | 
| In his letter to shareholders, | 
Sloan says in part: “Perhaps this 
| might be an appropriate oppor- 
tunity to elaborate somewhat on | 
certain phases of the dividend 
| question. 

“The directors of General Mo- 
tors Corp. have consistently taken 
the position that there should be 
only two considerations in deter- 
mining dividend action first, 
earnings which alone make divi- 
dends possible, present as well as 
future; second, the future needs of 
the business. Generally speaking, 
any business, if it performs a use- 
ful service to the community, and 
is properly administered, must 
continually develop. This does 
not mean that it must necessarily 
grow in size, but it must at least 
keep pace with the evolution of 
things if it is to continue to 
exist. 

“Therefore,” 





Sloan continues, 





Show Dates 


New York Nov. 
Los Angeles 

San Francisco .... . 
Baltimore 
Washington, D. C.. 
| Buffalo, N. Y 

| Newark, N. J 
Se 
Toronto, Can. 

| Cincinnati, O. 

St. Louis, Mo 

| Pittsburgh, Pa. 

| Omaha, Neb. 

| Asbury Park, N. J.. 

| Philadelphia 

| Chicago 

| Minneapolis 
Milwaukee 

| Des Moines, Ia... . . 
Rochester, N. Y.... 


COnhv dN lv 
_ 
NAO WO 


9-16 | 
9-16 | 
10-16 
10-16 | 
11-16 
11-16 
11-17 
11-16 
16-23 | 
16-23 | 
16-24 | 
18-23 | 
18-23 | 
‘ r, 23-28 | 
Cleveland r, 23-30 
Montreal, Can. 23-30 
Springfield, Mass... . Nov. 25-30 | 
Kas. City, Mo.. . Nov. 30-Dec. 6 | 
Seattle, Wash. 


Atlantic City, N. J.. Dec. 9-18 | 


“DUTCH” BOWER’S BABY—F. A. Bower, chief engineer for 
Buick, told the boys all about his new creation at the Buick 1936 pre- 
view with all the enthusiasm and “I-didn’t-do-it-all” modesty of any 

other proud papa. 


G. M. Stockholders to Get 
Big Dividends in Future 


(Continued from Page 1) 


“the problem of dividend policy is 
not always a simple one. A rate 
of dividend when once declared 
carries with it the desirability of 
continuity. The declaration must 
reflect not only the current con- 
dition of the business but there 
must be considered the future 
trend, especially with respect to 
prospective earnings and possible 
capital needs. Under conditions 
existing today such an appraisal 
is difficult. There is involved un- 


| usual uncertainty. This must be 
| appreciated by the stockholders. 


“The most important point I 
want to make is that General 
Motors stockholders can rely 
upon the directors to pass on the 


largest possible share of the earn- | 
ings consistent with the needs of | 
considera- | safety contest sponsored by ATA. 


the business. Other 


Hupp Set for 36 
Despite Legal 
Difficulty in Va. 


1) 


| court rules against Andrews, it is 
understood that the decks will be 
cleared for action and that the 
directors can carry on according 
to plans already made. 


Feeling here at the factory is 
that Andrews’ latest action has 
not upset the applecart at all. It 
is anticipated that on Sept. 20 the 
legal restrictions will have been 
removed. The factory is all set 
for starting 1936 production and 
it is expected that when the lid is 
lifted assembly lines will start 
without the delay having mate- 
rially slowed progress. 

Distributors and dealers are re- 
ported to be whole hearted in 
their support of the present man- 
agement. In fact the Assn. of 
Hupp Distributors already has 
sent in resolutions endorsing the 
Drum administration and approv- 
ing the 1936 program as submitted 
to them. 


(Continued frow Page 





Hoffman Heads Speakers 
At ATA Chicago Meeting 


Washington, Sept. 13.—Speakers 
announced for the second annual 
convention of the American 
Trucking Assns., Inc., to be held 
Oct. 14 and 15 at Chicago, include 
Gov. Harold G. Hoffman, of New 
Jersey; Joseph B. Eastman, Fed- 
eral Co-ordinator of Transporta- 
tion; John L. Rogers, director of 
the Motor Carrier Bureau, Inter- 
state Commerce Commission; and 
Lowell Thomas, noted news com- 
mentator. 


Legislation, regulation, rates, 
reciprocity, insurance, and taxa- 
tion are some of the major topics 
to be discussed by the convention. 
A highlight of the program will 
be the presentation of awards to 
the winners of the first national 


SHOULD AULD ACQUAINTANCE—Christy, the Buick bellows 
bender from Penn’s woods, supplies the accompaniment on his ol 
’cordine while W. F. Hufstader, Buick general sales manager, H. H. 
Curtice, president, and T, H. Richardson, Buick dealer at Williams- 
port, Pa., sang lustily with a backfield support of other Buick dealers 

at the Flint Buick preview this week. 


tions, such as essential progress 
of the business, the maintenance 
of an efficient and effective plant, 
an aggressive organization, 
adequate protection against such 
hazards as the political tendency 
of today to penalize business big- 
ness through discriminatory taxes 
and otherwise, are in times like 
these very real and must be given 
proper consideration as applied to 
any business.” 


7 : 
Falls Short 

Dallas, Tex., Sept. 13.—Exactly 864 
new automobiles were sold in Dallas 
County during August to bring the 
total for this year to 9,085, 
than any full years’ business in 
1931, 1932 or 1933. The month’s | 
business fell short of August, 1934, 
however, when 901 new cars were 
sold. 


and | 


or more | 


|Maryland Truckers OK 
Railroad Rate Basis 


Washington, Sept. 13.—Use of 
the official rail classification as a 
|basis for the establishment of 
|truck rates has been endorsed by 
a group of leading Maryland 
| truck operators, it was announced 
| here this week, 


| Interpretation of the Motor Car- 
lrier Act was given by Edward S. 
| Brashears, general counsel, Amer- 
lican Trucking Assn. Joseph Da- 
| vidson, vice-chairman of the 
Interstate Carriers Conference 
Group, explained the rates and 
tariff committee set-up in the 
| various states, informing the ope- 
|rators that the purpose was to 
decide the method and form to be 
used for filing rates. 





July F inancing To 
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tals Well Above 1934: Figures 


U.S. Census Report Reveals 
$122,210,919 in Wholesale 


Washington, Sept. 13.—Whole- 


sale automotive financing in July | 


totaled $122,210,919, which com- 
pares with the aggregate of $121,- 
779,041 in June and $92,069,965 in 
July, 1934. The seven months’ 
total this year stands at $896,509,- 
151, a substantial increase over 
the figure of $648,715,971 set for 
the same period last year. 


A similar trend is revealed in 
the statistics covering retail fi- 
nancing, as shown by a U. S. 
Census Bureau report just re- 
leased. The July, 1935, total was | 
$119,784,582, which compares with 
$111,893,982 in June and $99,630,- 
687 in July, 1934. The seven) 
months’ total is $692,999,177, | 
against $555,403,669 for the 1934) 
period. 


| months’ 


| of 1934. 
| was $43,701,283, which 





|car aggregate amounting to $74,- 


463,285. New cars financed at re- 
tail in June of this year set a 
total of $69,409,989, while the July, 
1934, figure was $67,034,990. 


total was 
against an aggregate of $178,149,- 
657 in the corresponding months 
The July used car total 
is to be 
compared with $40,459,144 in June, 


|and $30,805,120 in July, last year. 


The total of all cars involved 
thus far this year is shown by 
the official figures to be 1,878,974, 
against 2,418,699 for the 12 months 
of 1934. Total wholesale financ- 
ing for the entire year of 1934 
was $907,314,729. Thus, the $896,- 
509,151 total for the seven months 


In the | 
used car classification, the seven | 
$245,650,874, 


Congratulations! 


“Congratulations, Mr. Curtice,” was the verdict of W. S. Knudson, | 
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Coughlin Advice 
_ Called Unsound 


By Union Leader 


Detroit, Sept. 13—A new indus- 
trial union with headquarters in 
|New York City, made up of 23 
independent labor groups, made 
its first effort Wednesday to take 
into its fold workers in the auto- 
| mobile industry in Detroit and 
| other Michigan cities. 

Matthew Smith, executive secre- 
tary of the Mechanics’ Educa- 
tional Society of America, an- 
nounced receipt of an invitation 
to become affiliated with the 
eastern group, which has taken 
the name of The Federation of 
Metal and Allied Unions. Decision 
| will be reached at a conference in 
Cleveland Sept. 29, he said. 

While expressing a desire to 
co-operate with the Automotive 
Industrial Workers’ Assn., Smith 





| 
Of the retail total, $435,230,940/ of this year already is within 
represents new car financing for | hailing distance of the aggregate 


General Motors’ executive vice-president, after a preview of Buick’s 


left) and William F. Hufstader, Buick general sales manager, are in 
accord, 


1936 cars in Flint, Mich. R. H. Grant, GM vice-president, (extreme | 


Curtice was host this week to 4,000 sales executives and | 


said that he questioned the sound- 
ness of some views of the Rev. 
Father Charles E. Coughlin, sup- 


seven months, with the July new | 


for the whole 12 months of 1934. | 





| 


| lutions asking the National Auto- 
| mobile Dealers Assn. to co-operate 
| with manufacturers in limiting | 
| small and unprofitable dealerships 
| were made by the trustees of the 
|New Jersey Automotive Trade 
ee at their recent meeting. 

Other resolutions to executives 
| pointed out that gross profit pos- 
sibilities were being diminished 
by more and more dealers given 
franchises in a field already over- 


H | crowded. 
a | 


According to the minutes of the 


| association, which were made 


ON THE BACK PORCH of this Buick Special which hailed from | available last week, NADA fig- 


the East are (left to right): 


A. L. Newton, vice-president; F,. L. Yar- 


rington, general manager; A. N, Wilcon, general sales manager; G. L. 
Plitt, used car manager; H. W. Kurt, sales manager; G. W. Christain, 


manager, Newark, N. J., store, and B. C. Hickey, one of the zone | 
prize winning salesmen, all of the Glidden-Buick Co, 
Flint to attend the Buick preview. 


Hudson Installs Giant 
Press at Body Factory 

Detroit, Sept. 13.—As a part of 
its retooling program the Hudson 
Motor Car Co. is installing in its 
body plant, presses which are the 
last word in design and capacity 
to take care of body stampings. 
A giant Hamilton press with a 
capacity of 900 tons was installed 
during the past week. This mam- 
moth machine will be used for 
forming the steel roof panels. It 
rests on a bed of reinforced con- 
crete 18 feet deep. It is almost 
twice the width of presses used in 
some of the important parts of 
the body and also towers above 
them in height. The die alone for 
this machine weighs 147,000 
pounds. The press weighs 250 
tons. It will turn out 90 steel roof 
panels an hour. 

Hudson is the only car manu- 
facturer making its own complete 
steel bodies. The body plant is a 
separate unit of the factory, com- 
plete in itself, and is capable of 
making the entire body beginning 
with the raw material and going 
through all the progressive steps 
of stamping, welding, lacquering 
and assembling with trim and 
upholstery. The plant is closely 
adjacent to the main plant where | 
the chassis are manufactured. 


Stricter Regulation 
Seen for Va. Trucks 
Richmond, Va., Sept. 13 (UTPS). 
Laws establishing stricter regu- 
lations of for-hire vehicles operat- 





ing within Virginia will prob- 
ably be passed by the 1936 Gener- 
al Assembly, according to Thomas 


They came to 


W. Ozlin, chairman of the Vir- 
ginia State corporation commis- 
sion. 

Such laws will be made neces- 
sary, Ozlin said, by the provision 
of the new Federal transportation 
bill establishing Federal regula- 
tion over for-hire carriers operat- 
ing an interstate business. 
15,000 persons operating for-hire 
trucks would be affected in Vir- 
ginia, it was estimated 


be a ce nk at ae 


es 


FROM KENTUCKY THEY 
COME—W. E. Stevens and S. B. 
Featherston, of Marshall-Feather- 
ston Motor Co., Lexington, Ky., 
and O. R. Harrod, of the Frank- 
fort Buick Co., Frankfort, 


ial which brought Buick dealers 


from the South and Southwest to | 


Flint for the preview of 1936 


models. 


About | 


Ky., | 
were travelers on the 14-car spec- | 


'ures show there are approxi- 
| mately 36,000 dealers in the coun- | 
try. Of these, 7,800 sell five cars | 
or less each year; 7,200, six to 15 | 
cars per year; and 4,800, 16 to 25 
per year. In other words, the 
association pointed out, 20,000, or 
55 per cent, sell only 26 or less 
|} cars per year. 

“Most of our ills are caused by 
too many dealers in the field,” the 
report states. “Dealers and asso- 
ciations should appeal to the 
manufacturers for aid in remedy- 
ing these conditions through the 
elimination and discontinuance of 
those dealers who sell a small | 
number of cars a year.” 

The association then recom- 
mended that the NADA discuss 
this with the makers and “not | 
rest until definite steps have been | 
taken to discontinue as dealers | 
those who sell so few cars as to 
eliminate them from being classi- | 
fied as dealers. 

The group advocated that where | 
there are multiple dealerships in 
a community the manufacturers | 
adopt the policy of placing in each | 
|town a direct dealer through whom | 
the other dealers will act as asso- 
ciates. The reason, the associa- 
tion pointed out, was that where 
|there is no control conditions 
| “prevail that bring about the dis- | 
astrous results so general in 
our industry.” 
| Financial and operating state- 
ments of General Motors and 
Chrysler were reviewed. It was 
agreed that a resolution be sent 
to NADA and to the companies 
calling attention to the “deplor- | 
able state in which the dealers | 
find themselves is due to reduc-| 
tion of gross profit possibilities, 
increased cost to dealers of opera- | 
tion and further reduction of 
profit possibilities due to the en- 
franchising of more and more| 
dealers in an already overcrowded 
field. 

The association declared that an | 
analysis showed that the corpora- | 








tions had profited to the expense | 
o1 the dealer and recommended | 
|that former dealer profits, now | 


dealers preliminary to the introduction of the 1936 Buicks at the 
end of this month. 


New Jersey Dealers Ask - 


Limit on Small Dealer 


Trenton, N. J., Sept. 13.—Reso- | 


| and 


| Walter Chrysler Named 


| the New York Central Railroad’s 
|executive committee this week.| president of the Rutland Railroad. 


porter of the new union. 

Smith believes that the priest 
| made an error in advising the 
AIWA members not to attempt to 
do without the services of econ- 
omists, public accounts and skilled 
bargainers. 

Smith also asserted that all the 
tool and die makers in his organ- 
| ization are now employed at rates 
of pay which exceed 1929. 

The Associated Automobile 
Workers of America has issued a 
call a meeting Oct. 26-27 in De- 
troit. 





said to be taken away, in the form 
accessories’ profits, discounts, 

handling charges be taken 
from the corporation's profit on 
the car. 


of 


LAURELS FOR LEADERS—Frank Cherry, Little Rock Motor Co., 
Little Rock, Ark.; J. D. Powers, of W. Morton Evans, Baton Rouge, 
La., and Jack Christian, Christian-Bough Co., Vicksburg, Miss., are 
congratulated by W. F. Hufstader, vice-president and general sales 
manager of Buick (second from the right) for their achievement in 
winning the three highest prizes in the Memphis Zone sales contest. 


| He has been a director of the 
as ; . |}company for several years. 
To N. Y. Central Post | chrysler fills a position with the 

New York, Sept. 13.—Walter P. | executive committee vacated by 
Chrysler was elected a member of | P. E. Crowley, formerly president 
of the New York Central and now 


THEY DON’T BELIEVE THE MOUSE TRAP CLAP-TRAP— 
Tom Corpe, Buick’s advertising director, and Art Kudner, (left) 
newly appointed advertising counsel, vent bottom-belly belches when 


| anyone brings up the old yarn about “the public beating a path- 


way to your door.” They’ll stick to their advertising to guide the 
patrons to Buick—and we bet they’ll win. 
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One sacred pledge we make our friends here 
and now. This publication, God willing and so 
long as it is in our charge, will never champion 
the cause of any individual or any corporation 
which is not for the best interests of the auto- 
motive industry as a whole. Nor will its columns 
be used to spread gossip or inflame prejudice. 
It will confine itself to the upbwilding of the 
industry it is pledged to serve,. wholly through 
the dissemination of NEWS which is timely, 
authentic and of value. 


rd 
10 TH. YEAR 


SATURDAY, SEPTEMBER 14, 1935 


An Epoch of Courage 


N° greater testimonial to the courage of an American 
industry can be found anywhere than at the booths 
of the National Machine Tool Show at Cleveland this week. 
Products on display there testify more loudly than words 
to the unrelenting research and development which this 
industry has carried on during the past half decade of 
depression, in many cases on borrowed capital. 

During these past hard years the cry for lower costs in 
production has echoed from one end of the nation to the 
other. The machine tool industry has answered this cry. 
Machines and tools on display at Cleveland have been 
designed to produce much larger quantities of goods and 
parts at greater speed, increased accuracy and with fewer 
operators and operations. 

In the drive to keep costs down and production up dur- 
ing the past five years manufacturers have been torn be- 
tween the need for greater mechanization to meet competi- 
tion and their sympathy for labor, which in the long run 
supplies the wherewithal to purchase the products of the 
machine which many felt would displace workers from 
their jobs. 

Experience since has proved that the bugaboo of “‘tech- 
nological unemployment” was just another of our many 
jitters in a dark place. The improved machines and 
methods have made possible lower selling prices and a 
much expanded market with the resultant increase in em- 
ployment. The machine tool industry has achieved much 
in the past half decade that the public may little note, 
nor long remember, but the captains of industry to whom 
the laurels of leadership have been tossed will look with 
gratitude upon the achievements of this group which has 
done much to make recovery possible. 


The Fly in the Soup 

Two FLIES in the dealer profit soup are clearly shown 

in the latest set of figures released by the NADA 
based on dealer operations in 1934 which appear on page 
two of this issue. They are, that dealers paid more for 
used cars than they would bring in the open market, even 
under the restrictions of the code, and, that dealers while 
giving away their profits on new car sales in used car 
allowances were also giving away a good percentage of 
profit that should have come to them through their service 
departments. 

We have no quarrel with dealer opinion in many cases 
as to the causes contributing to wild trading which can 
only be overcome through co-operation by manufacturers. 
We have every reason to believe that manufacturers are 
even now taking steps to correct the condition in so far as 
they are able. We must warn dealers, however, that we 
do not believe that the manufacturer can or ever will 
attempt to take over the used car problem in its entirety. 

In 1934 the 473 dealers reported an average loss of used 
cars of $290 per dealer in gross transactions, plus some 
$11,000 per dealer in used car handling costs. These losses 
almost ate up all the profits for the sale of new cars, ac- 
cessory and service sales, the NADA claims. But when 
we look at the service sales we find that the average 
dealer grossed some $24,000 worth of service sales in 1934 
and on this gross showed a net profit of only about $286 
per dealer. 








By the Publisher 

New York, Sept. 13. 
Two things stand 
out in sharp profile 
after a week spent 
here in the nation’s 
station and the first was this big 
town’s reaction to the assassina- 
tion of Huey Long. The news- 
papers played up the suspense of 
his passing with war-time head- 
ings but I understand their extra 
sales this week were less than 
half those during the Rogers-Post 
catastrophe. After a day in which 
I had seen and talked with per- 
haps 50 men I could not recall 
that a single one had mentioned 
for good or bad the passing of 
Long, and yet when the headlines 
announced Rogers’ death, just be- 
fore noon, on that tragic day, 
there was a hush over the lunch- 
eon tables of the nation. 

ES Ba * 

THE SECOND REACTION 
from a week in New York is the 
evidences of those things about 
prosperity which, much as we 
want to see her back, we hate to 
accept as part of her family tree. 
I refer to lines at the registra- 
tion desks, the did-you-wire-for-a- | 
reservation look which we re- 
member on the hotel clerk’s face 
from the post-war days, the wait- 
ing for taxis, the SRO signs at the | 
popular theatres and cabarets. 
Well, I must confess they are all 
back and what they will be by 
Nov. 2 I will leave to your imag- 
ination. My suggestion is that 
you get your own hotel reserva- 
tions in early. 

* * * 


BIG 
TOWN 
REACTIONS 
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IT MUST be positively disarm- 
ing to the anti-administration 
forces to see with their own eyes 
the evidences of a genuine boom 
which are so manifest in Ameri- 
ca’s first city. If I read the signs 
aright, we are not headed into a 
boom but we are already in the 
midst of one. I think the one 
worry the Democrats may have 
is that we will skyrocket to the 
top and crash again before No- | 
vember next year. 


MY SUGGESTION last week 
that the Fords loan sufficient land 
adjacent to the Edison Museum 
and Greenfield Village to stage 
the Detroit World’s Fair within 
the next three years seems to 
have made quite a ripple. The 
Detroit Free Press gave the sug- 
gestion prominent space last Sun- 
day and several have mentioned 
it here. All agree that such a 
location could not help but bring 
tremendous crowds from all over 
the world and that the interest 
of foreign nations would be en- 
hanced by the Ford connection 
with it. 

* * *~ 

ALTHOUGH THERE ARE un- 
doubtedly many who still ques- 
tion the advisability of holding 
the National show in November, 
everyone here agrees that greater 
crowds than last year are assured. 
That there will be more buying, 
especially for Christmas delivery, 
I am willing to predict. Whether 
succeeding shows will be held so 
early is entirely a matter of con- 
jecture but the cards of return- 
ing prosperity seem to be stacked 
in its favor. 

* ff * 

I BELIEVE that the Chicago 
show will take on a new signifi- 
eance this year, especially as a 
dealers’ show. The unlimited space 
which the International Amphi- 
theatre offers gives the larger 
manufacturers an opportunity to 
display not only their full line of 
passenger cars but economical ve- 
hicles and trucks. If the avail- 
able space is taken advantage of, 
it will be the most unique and 
complete show ever held in the 
history of this business. Held so 
close to the New York show, it 
will attract the entire dealer and 
sales body of the middle and far 
west. If it does not have the 
largest trade attendance in years 
we will be more than surprised 
because the possibilities are cer- 
tainly there.—G. M. S. 





The Fly in His Soup 


In This 


Corner 


The views expressed in this column are those of our readers 
and do not necessarily coincide with those of the editors. Readers 
are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


|Wants to Borrow 


article 
comes 


ADN an 
“FHA 


or 
to 


in 
lines, 


I noticed 
rather head 
dealers aid.” 

I am interested in modernizing 
the garage in which I am now, I 
am renting the garage and am un- 
able to lease for any time or to have 
it modernized. I can buy it for 
around $5,000, and can pay about 
$1,500 on it and it will cost about 
$3,000 to remodel it, but I am unable 
to get a loan on it. 

Now I'd like for 
know what you can the FHA 
to do for me. I would in return 
be able to pay about $75 per month 
on it.—D. C. Stoller, Paulding, O. 

(Editors Note: The FHA has no 
money to loan whatsoever. It simply 
guarantees payment of loans made 
by authorized agencies. We regret 
that we can do no more in this 
matter than the writer can working 
with his local credit facilities.) 


you to let me 


, get 


On Our Side 


Anent your editorial, “The States 
Can Help,” and the letter you pub- 
lished which was written by J. S. 
Marvin and—begging his pardon—I 
differ with the AMA view. 

True, 51 per cent of present regi- 
stration is in states where plates 
follow owner, but what of it? There 
is a transfer fee of at least a dollar, 
also there are many _ prospective 
purchasers of new cars who at 
present don’t own a car, and these 
are the very birds who will 
until after Jan. 1 to buy on account 
of plate expense. The AMA think this 
is poppy-cock, but if they took the 
trouble to investigate, at least 
New York state, they would find 
many car dealers who frankly state 
that new car deliveries in June lag, 
because people won’t buy plates un- 
til they can get the July 1 reduction. 
The same thing holds true in the 
fall, and—as I understand it—the 
real reason for new models this 
fall was to help fall business and 
keep labor employed. Then why 
not remove the plate resistance? 

Another thing is early use of 1936 
plates would help used car sales in 
states where plates follow owner, 
and, God knows, anything helping 
used car sales shouldn’t be waved 
aside —A Reader, New York. 





wait | 


in| 





Likes Idea 

The June used car idea sent to 
all Chrysler Motor dealers by the 
central used car division of Chrysler 
Motors was based on the belief that 
used car buyers referred to their 
purchase “as my new car.” I under- 
stand you commented on this in your 
paper shortly after the dealers re- 
ceived this mailing from the factory 
and I would like to get a copy of 
the issue of your paper containing 
your comments. 

If you will mail this to me at the 


(Continued on Page 27, Col. 4) 


AS OTHERS 
SEE IT 


Will it Come to That 


Gov. Frank D. Fitzgerald of 
Michigan, has replied to the Gov- 
ernor of New Jersey, who invited 
him to issue a proclamation calling 
for an accident prevention campaign, 
that he believes “we have fully dem- 
onstrated the inefficacy of the peri- 
odie accident prevention campaign.” 

“A year-round program partici- 
pated in by all the States,” adds 
Gov. Fitzgerald, “seems to me to be 
the only way out.” 

There is much 
that view. 

Sporadic safety campaigns to keep 
drivers and pedestrians in their re- 
spective places are only effective, as 
Detroit’s experience shows, while 
they are under way. As soon as 
the police let up the public falls 
back into reckless driving and care- 
less walking. 

If the streets and highways of 
our cities and States are to be made 
reasonably and permanently safe for 
those who walk and drive on them, 
an unceasing, unremitting effort to 
that end must be maintained, week 
in and week out, year in and year 
out, until the public has been made 
safety conscious. 

And if the States cannot accom- 
plish that, there is a possibility that 
the Federal Government will have 
to take a hand in the matter, as it 
has in the running down of gang- 
sters and kidnapers. 

While those who are responsible 

(Continued on Page 27, Col. 5) 
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to be said for 












H. FORD of Dearborn, Mich., for- 
mer bicycle repair man, increased 
his sales in New York 55. 8% in the 
first seven months of this year. On 
top of his 1934 record, this is some 
showing! Mr. Ford wasn’t always so 
successful in this territory. But his 
success proves that ingenuity, en- 
ergy and perseverance will make 
any good salesman better! 














MARK LAFAYETTE is another 
American of foreign extraction who 
has what it takes to make good 
here. His sales record climbed 
36.8% in the first seven months of 
this year. 








WALT CHRYSLER of Ottumwa, 
Ia., used to work in a railroad re- 
pair shop before he took up selling. 
Valt has kicked his sales up 35.6% 
in this territory in the first seven 
months of this year. The Big City 
has rich rewards for salesmen who 
have the stuff! 





where he 


Ind., 
grew up, the folks used to say that 
young ERNIE CORD would amount 


Out in Auburn, 


to something some day—and they 
were right. 
orders in this territory 89.3% 
January through July this 
Hoosier papers please copy. 


Ernie has kicked up his 
from 
year! 












OTTAWA PONTIAC, as snapped 
by a friend, Ott doesn’t speak very 
g00d English—but in spite of that 
boosted his sales in this market 
26.2% in the first seven months of 
this year. How is your English? 
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fast! 


Afraid? ThenDon’t Read On! 


We have a proposition which appeals 
to men of spirit! The New York car 
market has not been licked. It still has 
more than a million prospects who pre- 
fer the hoof and the subway to the 
gearshift and get-away. A million legit- 
imate prospects have yet to ante for 
their first license plate. And (the shame 
of it!) hundreds of thousands of our 
best citizens are driving around in cans 
eligible for old age pensions. The 
market is as open as a chorus girl’s 
cerebellum. You measure your automo- 
tive prospect list in seven figures! 


The Royal Road to Fortune! 


But the pioneer selling spirit can con- 
quer all! Spirit, ambition, and intesti- 
nal fortitude are opening up New York! 
Smart sales producers are enjoying pros- 
perity today that they never dreamed 
of last year. Just look at the records 
for the first seven months of 1935! 

Salesman H. Ford of Detroit, Mich., 
in the first seven months of this year, 
did 55.8°% more business in New York 
than last year. 

Al Macauley over at Packard jumped 
his last year’s record by 193.1% 

Walt Chrysler, a consistent producer 
in these parts, increased sales 27.5% in 
his Chrysler line and gained 16.6% in 
his Plymouth line. 

Hernando De Soto gets a blue ribbon, 
with a gain of 138.8% above last year 
in New York. 

Al P. Sloan, crew manager of Detroit, 
Mich., reports that Ottawa Pontiac did 


Do not hesitate 
to send this coupon— 


the Post Office will 
accept it! 














OTHERS ARE MAKING GOOD 
HERE—WHY DON’T YOUP 


EK ARE LOOKING for automobile salesmen with the 
old pioneer spirit. The pioneers were men who got up 
early and ate a couple of poached redskins for break- 
If they overslept, some other guy potted their day’s 
quota of Indians, and they had nothing left to lick except a 
couple of grizzly bears. Pioneers, in other words, were men 
of spirit, vision, ambition. They didn’t wait for the horseflies 
to come and bite them—they went out and bit the horseflies! 





AL SLOAN, former Brooklyn boy, 
represents a number of manufac- 
turers in this territory—and how! 
His Pontiac line is up 26.2%, La 
Salle line up 84.8%, and the Olds- 


26.2% better in New York than last mobile line up 101% here ir: the first 
e seven months o 25, 

year, Mr. Robert Olds jumped sales = 

101% and Robt. Chevalier Sieur 


(Frenchy) de La Salle brought home 
the bacon with a gain of 84.8% 


Charley Nash, another crew leader, 
reports a star performance by Marie 
Joseph Paul Roch Yves Gilbert Motier 
(Butch) Lafayette, who increased New 
York sales by 36.8%. 


E. L. Cord of Indiana pushed his per- 
formance up 89.3%. 





BOB LA SALLE is a French Ca- 
nadian lad who caught on quick. He 
took his last year’s record for a 
haircut and shave—boosted his 
metropolitan record by 84.8%. 


These are some of the records made in 
the New York market in the first seven 
months of 1935. They were made by 
men you know, your neighbors and 
friends! You can go ahead, too! 


Get This Stepper-upper! 


But you can’t go ahead alone! Even 
the best man power needs the push of 
advertising power! In New York you 
get the biggest push in The News! It 





AL MACAULEY used to be in the 
big money until the depression killed 


“an help any salesman do a bigger car aS ee, oe ae eee 
S 7 er P. co an <1 Al. e@ switcnec oa 
selling job. Car advertising on its pages new line this Fone, and has been 
. ene going great guns—193.1% ahead 0 

gets to more than 1,550,000 families. It the first seven months on this year 


in this territory 


helps your car sales to help themselves, 
by helping prospects make up their 
minds. It is an honest advertising 
medium, presents an attractive appear- 
ance, and is a permanent resident of 
the territory it serves. 

If you are sincere in wanting a selling 
joh done, let us tell you the tremendous 
possibilities of New York. We will 
show you the records of car advertisers 
who are making good here. And tell 





were 


HERN De SOTO’S 
born in Spain—but that didn’t keep 
Hern from showing the natives over 


parents 


you our opinion of your chance to do 
likewise. 


Send the coupon NOW! He leads his 
jump in 


Hern! 


here how to do it. 
league this year with a 
sales of 138.8%. Hot stuff, 


ee ee 


utomotive Ad Dept. Rov. 719--THE NEWS, New York's Picture 
Newspaper-News Building, New York City, WN. Y., U.S.A. 


Gents: I am tired of seeing my car sales drift along in neutral. 
I want to shift to second speed in New York. Will you please tell 
me how—without obligation, naturally, 
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New York, Sept. 13.—A _ confi- 
dential preliminary report pre- 
pared by a subcommittee of the 
newly formed Lawyers Vigilance 
Committee, formed to investigate 
the legal aspects of the New Deal 
legislation, holds that certain 
phases of the Wagner Labor Dis- 
putes Act are unconstitutional. 

The report is being submitted 
by the seven members of the sub- 
committee to more than 50 mem- 
bers of the Lawyers Vigilance 
Committee, for their approval, and 
some changes may be made in it 
before it is made public, accord- 
ing to the New York Times. 

Serve Without Pay 

The vigilance committee’s re- 
view of the constitutionality of 
the New Deal legislation will be 
distributed by the American Lib- 
erty League to members of the 
American Bar Assn.,_ business | 
men, members of Congress, and | 
newspapers. The committee in- 
cludes lawyers of diverse political 
faiths in all parts of the country. 
They are serving without pay. 

Raoul E. Desvernine, chairman 
of the committee, declined last 
night to reveal the contents of the 
preliminary report. The completed 
report, he said, would be made 
public in Washington next Wed- 
nesday. Some revisions would 
probably be made before then, he 
declared. 

Earl F. Reed of Pittsburgh is 
chairman of the subcommittee 
which prepared the report on the 
Wagner act. Other subcommit- 
tees are preparing reports on the 
Federal Communications Commis- 
sion, the TVA, government com- 
petition with private industry, 
processing taxes and the AAA, the 
Guffey-Snyder Coal Act, the 
“death sentence” clause of the 
Public Utility Holding Company 
Act, the Securities Act of 1933, the 
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Wagner Bill Void Says Attorneys’ Committee 


Report Terms Part of 
Law Unconstitutional 


Revenue Act of 1935, the Social 
Security Act, and other measures. 

The only connection of the Lib- 
erty League with the committee 
is that the league will print the 
reports of the national committee 
of lawyers. 


Members of the committee, be- 
sides Desvernine and Reed, in- 
clude James M. Beck, former 
Representative from Pennsyl- 
vania, Frederic R. Coudert jr., of 
New York; John W. Davis, Joseph 
B. Ely, former governor of Mass- 
achusetts; former Judge Joseph 
M. Proskauer; George W. Wicker- 
sham, George Roberts; Robert H. 
McCarter of Newark; David I. 
Reed, former Senator from Penn- 
sylvania; Frank J. Hogan, D. J. 
Kenefick of Buffalo, and Malcolm 
Donald of Boston. 

Approval of the Findings 

Three members of the general 
committee said last night that 
they had already seen the pre- 
liminary report on the Wagner 
act and had approved it. 

Since the enactment of the law, 
sometimes described as the Na- 
tional Labor Relations Act, sev- 
eral prominent industrialists have 
indicated that they would contest 
its constitutionality. In some in- 
stances corporations have made no 


| effort to comply with the act, 
| since they felt that to do so would 


destroy relationships with labor 
that had been built up over a 
period of years. 

One of the provisions of the act 
bars employers from contributing 
to the support of any company or 
“inside” union. This section of 
the act would outlaw the company 
unions that have been in exist- 
ence in the steel industry for 
years and would prepare the 
ground for the entrance of the 
outside or professional unions, ac- 


Auburn President Praises 


Indiana’s Safety Campaign 


Auburn, Ind. Sept. 13.—The 
farsightedness of Indiana’s De- 
partment of Safety in putting | 
into effect a two-year educational | 
traffic safety campaign, was com- 
mended here today by Roy H. 
Faulkner, president of Auburn. 

Such a campaign, Faulkner | 
said, should produce quick and 
positive results in reducing the 
accident and death toll caused 
by automobile accidents in the 
state. 


Gets Many Tests 


per cent of the traffic accidents,” 
he said, “are the result of the 
breaking of some traffic regula- 


tion, either through the lack of | 


knowledge of the regulation or 


through indifference. Such an edu- | 
campaign should bring | 


cational 
home to drivers that the ‘taking 
of chances’ inevitably leads to 
accidents.” 

Although Auburn builds the 
fastest stock car in the world, 
Faulkner said, the company does 
not advocate high speed driving. 
“Automobile manufacturers have 
spent millions to build better, 
safer automobiles. The modern 
automobile is put through many 
exacting tests before it gets into 
the hands of the public. In our 
own case at Auburn, we do not 
depend on the word of our en- 
gineers as final. Our tests are 
actually made in the open with no 
secret runs, 

Advocates Safety 

“We do not advocate road 
speeds of 100 miles an hour, but 
a car that is engineered and built 
so that it can stand up under 
this terrific speed for hundreds 
of miles is a safer, more en- 
during car at road speeds of 40 to 
50 miles an hour. It means, that 


| 


| 


to give such performances, frames 
must be stronger, brakes more 
effective; balance must be better 
and the entire car stressed for 
such tremendous speed. Thus, in 
normal driving ranges, there is 
never any strain on parts and in 
city traffic or on the highway 
the driver of one of these cars has 
the assurance that his Auburn is 
really loafing.” 

Faulkner said he was gratified 
to learn that Don F. Stiver, In- 


| diana Safety Director, had select- 
“Statistics show that over 80} 


ed an Auburn | supercharged 
phaeton sedan as the official 
Safety Car No. 1 for his depart- 
ment to use in the campaign. 








| written 


| 


Gets Gold Medal 


J. C. Liggett, 20-year employe 


in the 


Cadillac-LaSalle Detroit Retail Branch, receives a gold emblem for 


high standing in the Cadillac Certificate Craftsman’s League. 
Cadillac-LaSalle 


of the 
J. 


one 
right: 


1,300 
E. Roberts, 


Renolde, 


cording to those who are contest- | 


ing the act. 

An opinion widely held among 
lawyers and industrialists is that 
the Wagner act is unconstitu- 
tional for the same reason that 
the NRA was held unconstitu- 
tional by the Supreme Court in 
the Schechter case—that its pro- 
visions could not apply to com- 
panies transacting an intrastate 
business. 


Cadillae Service Men 
Get Golden Craft Pins 


Detroit, Sept. 13.—Distribution 
of gold pins emblematic of high 
standing in the Cadillac Certified 
Craftsmen’s League has just been 
completed to 1,800 members of 
the Cadillac-LaSalle_ service 
groups throughout the United 
States. 


The League was founded to 
assure Cadillac-LaSalle owners 
that their cars will be serviced 
with the same degree of skill with 
which they are built. 


It provides members with a 
solid educational background in 
the basic principles of service 
work and makes certain that they 
will keep informed on all changes 
in service practice. 

This is achieved by monthly 
examinations which present 25 
technical questions. The answers 
may be found in the Cadillac- 
LaSalle technical reference man- 
uals, in the monthly technical 
publication issued by the factory, 
or in special service bulletins re- 
leased from time to time. The 
answer to each question must be 
in full, together with a 
reference as to the source from 
which the answer was obtained. 


branch sales 
branch general manager; G. W. Otto, branch service manager; 





service men to qualify. 
manager; C. W. Hathaway, 


R. C. 


factory service promotion manager and J. C. Liggett. 


Minn. Chooses Sept. 
For Safety Program 
St. Paul, Minn., Sept. 13.— 

September has been desig- 

nated in a proclamation by 

Gov. Floyd B. Olson as the 

time for special effort to 

reduce traffic accidents. 

He called on all citizens 
to observe completely all 
traffic regulations and 
urged traffic officials and 
courts to take “extraordi- 
nary measures” to enforce 
the law with a view to re- 
ducing the accident toll. 

The proclamation points 
out that accidents usually 
increase during September, 
and remarked that efforts 
of such groups as the Min- 
nesota public safety com- 
mittee can reduce the num- 
ber of accidents. 











Hudson Retail 
Sales Set New 


Six-Year Record 


Detroit, Sept. 13.—Sales of Hud- 
sons and Terraplanes for August 
were higher than for any August 
since 1929. Furthermore, sales in- 
creased during each of the weeks 
of the month. Sales for the week 
ending Aug. 31 were several hun- 
dred units better than sales for 
the week ending Aug. 10. With 
a total of 6,321 Hudsons and Ter- 
raplanes sold at retail during the 
month the Hudson Motor Car Co. 
registered a gain of 21.6 per cent 
over August of 1934. 


New Parcel Delivery Car 


Studebaker in co-operation with Montpelier has brought out the above de luxe parcel delivery car for 


department store use. 


superintendent of transportation for Marshall Field & Co. 


It was designed by an expert in department store needs, J. M. Barkley, assistant 
The car was practically built to Barkley’s | 


specifications and Studebaker revised Ace chassis to fit the demand. 


service department of the | 


He is | 
Left to | 


Packard Sales 
Well Sustained 
Asserts Gilman 


Detroit, Sept. 13—Reports from 
the selling field received by the 
| Packard Motor Car Co. for Au- 
| gust indicate that deliveries to 
| customers of both the One Twenty 
| and the larger Packards are keep- 
|}ing up at a high rate, although 
| there has been a general slowing 
down of sales in the industry. 

Despite the normal conditions 
| of reduced sales in late summer, 
| Packard in August delivered 3,145 
|One Twenty’s and 633 of its 
| larger cars, the latter figure rep- 
| resenting an increase of 17 per 
|cent over deliveries during the 
| corresponding month last year. 

M. M. Gilman, Packard vice- 
president and general manager 
pointed to the fact that unfilled 
orders on Sept. 1 totalled practi- 
cally as many as on Aug. 1 as an 
| indication, that delivery of new 
Packards should continue at a 
healthy rate. 





Sales Equal Deliveries 

“During the month,” said Gil- 
man, “We obtained approximately 
as many new sales as we made 
deliveries. This is a condition 
which, when experienced, is al- 
ways helpful in carrying deliveries 
along at a good rate. Another 
factor of much importance in our 
sales position and in production 
| at our factories lies in the fact 
|that our inventories of new cars 
in the selling field is still below 
normal. 

“Comparison of our sales figures 
for the first eight months of this 
year to those of the first eight 
months of 1934 clearly indicates 
what the new One Twenty has 
done for our sales volume. Dur- 
ing the first eight months of this 
year we delivered 25,624 cars. This, 
too, despite the fact that during 
three months of this period we 
had practically none of the One 
Twenty cars for delivery and 
tnrough April and May we had a 
serious shortage of One Twenty’s. 
In the corresponding eight months 
last year we delivered 4,278 cars. 

Third in Price Class 

“Review of our new car regis- 
trations for the whole industry 
shows that in July, the last month 
|for which figures are available, 
the Packard One Twenty went 
from fourth place in June to third 
place in its price class. Actually 
the two cars which stood higher 
in July registrations both sell for 
less than the One Twenty and 
the One Twenty with 3,843 reg- 
istrations was only 512 behind 
the second place car. 

“Registration in the field of car 
selling for $2,000 or more shows 
that the larger Packards are now 
obtaining 40.8 per cent of all the 
business in that price class. 
This represents a _ considerable 
betterment in our competitive 
position for the first seven months 
of this year as compared with 
1934.” 





General Motors Stock 
Holders Total 345,004 


New York, Sept. 13.—The total 
number of General Motors com- 
mon and preferred stockholders 
for the third quarter of 1935 was 
345,004 compared with 351,275 for 
the second quarter of 1935 and 
with 349,524 for the third quarter 
of 1934. 

There were 325,430 holders of 
common stock and the balance of 
19,574 represents holders of pre- 
ferred stock. These figures com- 
pare with 331,721 common stock- 
holders and 19,554 preferred for 
the second quarter of 1935. 


Users to Meet 


Richmond, Va., Sept. 13 (UTPS).— 
| —-The annual convention of the Vir- 
ginia Highway Users’ Assn. will be 
held here Nov. 28 to 30, according 
to announcement by the convention 
bureau of the Richmond chamber of 
commerce. 






















Men who lay down the law to their 
wives about buying cars are in the 


minority, these days. 


Proof? Editor Sinsabaugh of Auto- 
motive Daily News can furnish it. 
He polled 1,000 widely scattered 
dealers—asked them to estimate 
the relative influence of men and 
women in car purchases. Replies 
totalled 216, representing 328 fran- 
chises, and women’s influence was 


voted 65%—men’s, only 35%. 


And last winter during the Chicago 


show. it was found that women 


selected 70% of the cars sold. 


But you’ve got plenty of proof all 
around you—in your own home— 


among your friends. 


that 


women’s publications should be on 


That’s why we maintain 


your advertising list. One of them, 
2,618,000 


anyway .. . reaching 
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eaker of the House? 


Yeah. . .35% 


women. Largest magazine in its 
field and second largest in any field 
. . » Read mainly by the younger, 
more ambitious women who are 
streamlining their lives to the mod- 
ern trend. A magazine, moreover, 
that concentrates its selling where 


your sales are concentrated. . . 


In the 770 counties of the United 
States which absorbed 81.01% of 
the total new car business during 
1934, the Companion had 87.14% of 
its total circulation. A substantially 
larger percentage than any other 


publication in this field can offer. 


If you want more women to visit 
your showrooms, why not extend a 
direct invitation to the Compan- 
ion’s 2,618,000 who, according to a 
recent survey, have 1,814,274 cars 


in their garages! 


What Chris Sinsabaugh’s Survey Revealed 
About Women’s Influence in Car Buying 


LOW PRICE GROUP 


Chevrolet, Ford, Plymouth, 
Terraplane 
TOTAL GROUP 
Women’s 
Influence 


HIGH MEDIUM PRICE GROUP 


Auburn, Buick, Chrysler, Hudson, 
Hupmobile, Nash, Oldsmobile, Reo, 
Studebaker 
TOTAL GROUP 
Women’s Men's 
Influence Influence 
98% 2% 
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Crossroads Sales-Service Unit Proves Suecess 


Ford Dealer Has Branch 
At Highway Intersection 


By NORMAN L, PARK 


Edinburg, O., Sept. 13.—That the neighborhood sales 
and service station can be almost as successful at the 


country crossroads as in the densely populated cities is | 
effectively demonstrated by the modernistic looking Edin- | 
burg branch of McCombe Motors, Inc., which has just 


completed a year and one-half of profitable operation in 
this country town with population of less than 200 
o—--- EE 


persons. 
Heavy Traffic 


Two years ago a humdrum re- 
pair garage, housed in a box-like 


building made of cement blocks, | 


occupied one of 
the four corners 
at the intersec- 
tion of Ohio 
Routes 14 and 
18. McCombe 
Motors, 
Ford dealer in 
the town of 
Ravenna, a few 


the heavy vol- 
ume of Pitts- 
burgh-Cleveland 
traffic on Route 
the Akron-Youngstown 
on Route 18, and the 
also was keenly inter- 
ested in the new neighborhood 
station idea which was under- 
going experiment in Detroit. 





14 and 
traffic 


agency 


location and built a striking 
black-and-white superstructure 
over the stone blocks, transform- 
ing a drab garage into an attrac- 
tively modern sales and service 
station. Large plate glass windows 
permit the full length display of 
two new cars on both south and 
east directions, and makes a 
much better showroom than the 
agency has in its main store in 
Ravenna. 

Ross Shepard, a native of the 
Edinburg section, with several 
years experience in the McCombe 
organization, was placed in charge 
of the station. 


used cars, at the branch and 
spends much of his time con- 
tacting farmers, who are 
chief residents of southern Port- 
age county. 


Qualified Mechanic 

A qualified Ford mechanic is 
on duty every day at the station 
and he handles most of repair 
work, lubrication and pumping of 
gasoline, Gulf gasoline and lubri- 
cants are handled exclusively and 
three modern pumps are installed 
on the east front and two on the 
south. 

The front showroom is 18 by 
30 feet and two new Fords are 
usually on display. The Edin- 
burg branch is an excellent out- 
let for used cars and frequently a 
special model from the stock at 
Ravenna is displayed. 

“More than 50 per cent of our 
service business, both in repair 
work and in gasoline and oil, 
comes from tourists on the main 
highways,” Shepard declared. 
“Several thousand cars pass our 
intersection every day and the 
modern, attractive appearance of 
our station brings them in if 
they need anything. 


He handles all of | 
the sales work, both of new and | 


Inc., | 


miles away, was | 
impressed by} 


Contrary to the system gener- 
ally used by neighborhood sta- 
tions which are branches of a 
| dealership, cars which need major 
repairs are not taken to the head- 


quarters shop. When a car comes | § 
into the branch it is examined | county of Ohio, 


and the customer is advised when 
the work can be finished. If 
parts are needed they are brought 
out from Ravenna but the work 
is done in the Edinburg shop. 
This is true even in case of in- 
stallation of new motors. 


Brightly Lighted 


The station is open from 7 


a.m. to 11 p.m, each day. At night 


the streamlined exterior of the 
building is brightly illuminated 


focused on it from remote posi- 
tions, and also by three 500-watt 
floods at close range. This light- 


ing greatly stimulates the night | 


business in the gasoline service 


. | station. 
The management acquired the | 


| repair parts such as fan belts are | and member of the executive com- 


oh | design of the Bureau of Public | 
e i 





| tive 


“Motorists from the Pittsburgh | 


district make up a large part of 
our transient trade. They are 
about 100 miles from home when 
they arrive here, and they have 
gone far enough to empty their 
gas tanks or for any needed 


repairs or adjustments to become | 


troublesome. Many of them have 
Gulf charge accounts and they 
welcome the opportunity to stop 
at a clean, pleasing station which 
is rare in the country areas.” 


Complete Parts Line 
A fairly complete line of fast 
moving Ford parts is kept 


in | 


Quick service on all makes of 
cars is advertised on a sign dis- 
played on the south front. Minor 


carried in stocks for the prom- 
inent makes. When other parts 
are needed they are procured in 
Ravenna and 
main McCombe station. 


$200,000,000 Program 


To End Grade Hazards | 


Washington, Sept. 13. — Both 
grade separation and installation 
of protective devices are provided 
for under the $200,000,000 work | 
relief program to eliminate the 
hazards of grade crossings, R. E. | 
Toms, chief of the division of | 


Roads, has announced. 
At present there are no protec- 
devices which can qualify 


land operate 
by three 1,000-watt flood lights | brake-testing stations. 


land auto service trade the city’s 





sent out by the | 


| by-law adopted by the council. 


lof police a certificate that the 





under the requirement that 40 per | 
cent of the money spent on elimi- | 
nating crossing hazards must go | 
to labor, but that difficulty may | 
be met either by the state or local 
community agreeing to contribute 
part of the cost, or by the state 
agreeing to underwrite the entire 
labor deficiency involved in its 


grade crossing program. No such 
arrangements have been complet- 
ed so far. 

Probably not more than 10 per 
cent to 15 per cent of the cost 
of installing recognized protective | 
devices goes for direct labor. 





Rural Sales-Service 


F; 


Attractive neighborhood service station at the country crossroads— | 
the Edinburg branch of the McCombe Motors, Inc., in rural Portage 
has established a profitable business selling new and 


used cars to nearby farmers and 
service business with 





Montreal Plans to Erect 
4. Brake Testing Stations 


® eesiciciinta 


Montreal, Que., Sept. 13.—The 
City of Montreal plans to erect 
four automobile 
The pro- 
posal has met with considerable 
opposition from garage - owners, 
whose views were voiced by Leon 
Trepanier, alderman. 

Far from harming the garage 


plan to erect four brake-testing 
stations will increase their busi- 
ness, Hector Dupuis, alderman 


mittee, stated today in reply to 
criticisms of the plan by Trepa- 
nier. 

Dupuis said: “I see that Trepa- 
nier opposes the plan whereby the 
city would itself undertake the 
testing of brakes. I do not want 
to enter into a discussion with 
him but I must draw his attention 
to the sections of the new traffic 


No. 1319, voted by the council, and 
for which he voted, contains the 
following: ‘Article 44—Every mo- 
torist shall at least every six 
months, have his brakes tested by 
the police department of the city 
and must obtain from the director 


brakes are working properly, for 
which he shall pay for each exam- | 
ination the sum of 50 cents. 
“‘Article 45—The director of 
police shall designate the mem- 
bers of the police corps who shall 
have the right to stop all vehicles | 
for the purpose of having their 
brakes tested.’ 
“Garage owners need have no | 
fear of the competition which this 
installation shall cause. On the | 
contrary, it will increase their 
business because cars found with 
faulty brakes will have to go to 
the garage or service station to | 
have them put into condition, as | 





| 
. | 
| 


High Schools To 
| Add Safe Driving 


To Curriculum 


Minneapolis, Minn., Sept. 13.— 
Minneapolis public high schools 
| this year will aid in the campaign 


ea | to reduce traffic accident toll by 





| eight months of last year. 


doing a good repair and gasoline 
inter-city motorists. 


is not the 
into the 


required by law. It 
city’s intention to go 
brake repairing business. 

“In a short time the council will 
be asked to adopt a report of the 
executive on recommendation of 
the directing police for the open- 
ing of one such station in the west 
end, statistics showing that the 
bulk of traffic is there. If other 
stations.are required I see no ob- 
jection to opening one in the east, 
north and center of the city. 
These would obviate the necessity 
of making long runs to one sta- 
tion located in a distant part from 
where the motorist lives. I con- 
sider the application of the by-law 
as above wholly to the advantage 
of the garage owners.” 


N. Dakota New Car Sales 


Continue to Increase 


Bismarck, N. D., Sept. 13.—Sales 
of new automobiles in North 
Dakota continued to mount dur- 
ing August, showing large gains 
over that month a year ago and | 
for the first eight months of last 
year. 

Automobile sales totaled 1,591 
last month compared with 972 for 
August, 1934, a gain of 619, figures 
from the state registrar’s office 
reveals. 

August’s sales brought the eight 
month total of this year to 12,213 
or 4,879 more than in the first 











August commercial car sales | 
showed approximately 100 per | 
cent increase, a total of 467 being | 
sold last August and 235 the | 
previous August. In the pas- | 
senger car tabulation the figures | 
are 737 a year ago and 1,124 for 
last month, 


stock at the branch. If anything | Here is a view of a corner in the big National Machine Tool Show which opened in the Auditorium in | 


heavier is needed it is quickly 
summoned by telephone from the 
main plant. 





Cleveland, Ohio, Sept. 11. 


The show will remain open until Sept. 21. 


Record sales have been reported so | 


far and all indications are that the exhibitors will sell the floor samples right 


out of their booths before the doors are closed. 


! 


organization of safe driving clubs 
among the students, Assistant 
Superintendent Prudence Cutright 


|; announced today, 


The purpose of the clubs, Miss 
Cutright explained, will be to give 
students who have reached legal 
driving age instruction in emer- 
gency reasoning and actual driv- 
ing lessons, Classes in traffic 
regulations and study of diagrams 
showing possibilities of accidents 
already are taught in junior high 


schools as well as elementary 
school classes. 
“Practically every student in 


high school drives an automobile 
before he graduates, or will within 
a few years,” Miss Cutright said 
in explaining the program. 

Plans for the organization of 
clubs will be completed soon after 
the start of school, according to 
Miss Cutright. It is not planned 
to make driving groups a required 
classroom endeavor but a volun- 
tary outside activity. If the pro- 
gram is successful this year, it 
may be included in the curricu- 
lum in the future, Miss Cutright 
said. 

“It seems only reasonable that 
schools should take the responsi- 
bility for teaching children what 
damage can be done with a care- 
lessly handled automobile and to 
teach them something about the 
mechanics of the vehicles,” Miss 
Cutright continued. “It certainly 
is a more vital subject than many 
others which students may rarely 
use after they leave schools.” 





Young Spring & Wire Co. 
Complete Second Branch 

Chicago, Sept. 13.—Construction 
of the second branch plant of the 
Young Spring & Wire Corp., of 
Detroit, to be located in the Clear- 
ing Industrial District, here, has 
been completed, The Star service 
Hanger Co., a Young subsidiary, 
has been located there since 1929. 

H. Perry Phelps, vice-president 
of the Clearing Industrial District, 
reports that this is the 34th new 
industry to be located there since 
the beginning of the depression. 
The new branch will be given 
over to the Young’s high carbon 
steel coil springs for the Illinois, 
Indiana, Wisconsin and other mid- 
western and western automobile, 
mattress and furniture centers. 
L. A. Young president of the par- 
ent company has stated that he 
looks to the new plant to immedi- 
ately become one of their most 
important units. It will employ a 
force of about 400 men and 
women, 


Assembly Lines Near 


Completion at Branch 
Janesville, Wis., Sept. 13.—Mod- 
ernization of the two body as- 
sembly lines at the Chevrolet 
Motor Co. plant and improve- 
ments in the Fisher Body plant at 


| an approximate cost of $150,000 
is underway here. It is hoped to 


complete’ the 
month, 

Installation of two new body 
assembly lines in the Chevrolet 
plant is one of the innovations 
introduced to facilitate assembly 
of cars and trucks. The new lines 
are of the caterpillar conveyor 
type which permit employes to 
work on the cars as they pass 
before them. 

The new lines will be at floor 
level and will permit workers 
to perform many operations which 
could not be done on the cars 


work within a 


| previously until they reached the 


final conditioning department. 

More than 250 employes of the 
Fisher Body plant are engaged 
in reconstruction work in the 
body plant. 
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They'll come 


to the preview 


But it’s wise to reach them before the show with an 


A-Plus schedule in The New York Times 


* * 


T HAS always been easy to get New Yorkers to 
I come to the Automobile Show, but the vital 
fact for the automobile manufacturer is that most of 
them are coming to confirm opinions about the new 


models, acquired chiefly through advertising. 


Pre-selling new models to the New York automobile 
market has just the same effect as pre-selling a dealer 
organization before the veil is lifted and the new car is 
presented. Perhaps it looks a little difficult to reach 
the immediate prospects—the worthwhile people who 


set the vogue—in this vast market. But it’s really 


—« She New York 


* * 


very simple . . . just put The New York Times on an 
A-Plus advertising schedule—as many automotive 
executives do—because The Times reaches more 
people with the desire and ability to buy, than any 


other newspaper does. 


Executives, professional men and women, owners of 
businesses, people with steady incomes, read The 
Times with confidence, and use The Times to pre- 
determine their purchases. And they are the people to 
whom a pre-view in The Times will help make sales 


for new cars, and set the pace for 1936. 


Gimes 


Advertising ‘Representatives 
JOHN B. WOODWARD, INC. 


New Center Building 
DETROIT, MICHIGAN 


400 N. Michigan Avenue 
CHICAGO, ILLINOIS 
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New Sales-Service Station Brings Volume Gain 


All Kinds of Work Done 
With Space for 40 Cars 


By E. M. LUBECK 
Detroit, Sept. 13.—The new sales and service station of 
the Hansz-Clippert Co., Ford dealers here, which has just 
been opened, is regarded by those who have been following 
the development of this new method of automotive mer- 
chandising as one of the most complete establishments in | 


the city. 


The building is 150 feet wide on a lot 185 feet in width. 
The salesroom occupying the eastern wing of the L-shaped 


building is large enough to ac- 


commodate seven Ss ce 
Bs . cars and al © | cluded to elimin 


has room for the company’s of- 


NEIGHBORHOOD 
SALES AND 
SERVICE PLAN 


fices, rest rooms, | 


and space for 
chairs and tables 
for customers. 
The service de- 
partment to the 
left of the main 
entrance 
feet wide and 
100 feet long, 
providing space 
for repair work, 
grease hoists, 
the parts and 
accessory department and two 
lines for cars going into repair 
jobs. The shop can accommodate 
40 cars and there is enough space 
left along the side walls for tool | 
benches and equipment. 

The company up to a few weeks | 
ago had its headquarters a few | 
blocks further west but sales and | 
service work was hampered: by 


| accessories counter. 





lack of space. Consequently a} 
new site was decided upon and an | 
old truck storage garage building | 
was acquired, together with| 
ground space for the erection of a | 
showroom connected to the old 
building, with the whole unit con- | 
forming to the idea of making 
easy access to the showroom and 
the service department. The 
building, now complete in all its 
details, forms an outstanding | 
sales and service establishment. 
Lawns and Trees 
The building is back 36 feet | 
from the street curb line provid- | 
ing a gasoline platform large | 
enough to park 45 cars in front of 
the showroom and not 


interfere | 
with access to the service section. 
In front of the service department 
another 20 cars can be parked. 
There are large lawns and trees 
that frame the entire set-up. At 
night illumination draws atten-| 
tion for blocks in either direction. 

The gasoline pump island is 
fitted with four new type Tokheim 
cash-register pumps of shining 
white enamel with chrome trim- 
mings and one special Tokheim 
pump and showcase of the “Sales 
Maker” type, displaying small ac- 
cessories. In connection with the 
pumps, water lines have been in- 


ate water buck- | 
ets and sprinkling cans. _ Al- 


oOo 








though the station has been open 
only a few weeks the pumps are | 
already averaging nearly 20,000 | 
gallons per month, despite compe- | 
tition across the street on both | 


. : . | 
corners. Oil sales give evidence | 


is 45 | of an average of better than 400) 


gallons per month. Sixty-five per | 
cent of the gasoline and oil sales 
so far have been made at night. 


| The gasoline section of the plant 


stays open all night. 
1,200 Jobs a Month 


The service department is 
manned by three service salesmen 
at the entrance. The _ service | 
superintendent has his desk at the 
right and outside of the parts and 
Orders are 
attached to the car which is sent | 
down the line for the work re- 
quired. Minor repair jobs are 
shunted to the spaces available to 
the left. To date, minor repairs 
and adjustments average 65 per 
cent of the orders, and a count 
made from the day of the formal 
opening show that the service sec- 
tion is doing business of better 
than 1,200 jobs per month. To)! 
handle this work the shop has 12 | 
Ford service men, a number of 
whom are also experts on other 
makes of cars. Makes other than 
Fords are running approximately 
15 per cent of the total. Twenty- | 
two men are on the shop payroll. | 

To handle the service work the | 
company has a Ford Westing-| 
house motor analyzer, a K. R. 
Wilson wheel aligner, a Weiden- 
hoff battery charger and complete | 
Wilson tool equipment. Each me- | 
chanic has a Wilson roll - away 
tool cabinet lined up against the 
wall. While no brake tester has 
been installed as yet, the com- 
pany is making plans to install 
one as soon as some contemplated 





| Shop changes have been made. 


Fully Equipped Shop 

The repair shop is equipped 
with all the usual apparatus for 
body and fender bumping, paint- 
ing and chassis repairs. For the 
minor repairs and adjustments a 
separate crew is on duty. 

The greasing and lubrication 
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Mende Motor} 

. St. Louis, ree} 
cently installed its} 
second Curtis Life. } 


| SPECIALIZED 


SERVICE 


and ‘’Visible Lubrication’ | 


with e CURTIS LIFT 


Above is the new sales - service 
station of Hansz-Clippert, Detroit. 
At the right is the old garage he 
took over and remodeled to make 
the modern unit. The service de- 
partment of the new station has 
room for 40 cars and does 
complete service work. 





department has its own section. 
Two Hercules hoists with com- 
plete Alemite greasing tools have 
been installed with sumps for dis- 
posal of oil and grease. Across 
the entrance aisle the parts de- 
partment handles a full line of 
Ford parts and accessories. Parts 
needed for other cars are pur- 
chased from dealers handling 
those lines. W. H. Brown, service 
manager, states that he prefers to 
buy parts from the dealers when- 
ever he can so as to be sure of 
obtaining genuine parts. 
Large Used Car Lot 

Accessories are displayed in 
cases under the parts counter and 
also in the salesmaker pump out- 
doors. The company sells U. S. 
tires and Ford batteries although 
special batteries are carried in 
stock for used cars. 

The used car department occu- 
pies the area behind the building 
leading from the salesroom where 
the new cars are displayed. M. 
B. Hansz, general manager, states 
that used car sales have increased 
since the plant was opened be- 
cause of the better displaying, ar- 
ranged so that they are in full 
view. The company has 12 men 
who sell both new and used cars, 
with two men specifically detailed 
to the used car sections at all 
times. 


Penna. Farmers 
Continue To 
Better Their Lot 


Philadelphia, Sept. 13.—The num- 
ber of farms and farm homes in 
Pennsylvania having modern con- 
veniences continues to increase. 


| Statements from the Pennsylvania 
| Department of Agriculture show 
| that: 


Keystone State farmers 
154,340 automobiles, 49,560 motor 
trucks, 35,950 tractors and 63,660 
gas engines. A total of 57,460 
farms have telephones, 58,650 have 
radios, 40,850 have heating sys- 
tems, 67,740 have running water, 
and 56,920 have electricity, either 
from central station service, or 
individual farm generating plants. 

These figures represent in- 


| creases over a year ago in auto- 


| systems, 


heating 
in the 


trucks, radios, 
running water 


mobiles, 


| home and electricity on the farm. 
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The Old and the New 





Aug. Registrations Hold 


Good in Indianapolis 


Indianapolis, Ind., Sept. 13.—New 
passenger automobile _ registra- 
tions in Marion County (Indian- 
apolis) in August lost less than 
2 per cent as compared with the 
July figure and gained 20 per cent 
over August of a year ago. 

For the eight months, tabula- 
tions compiled by the Indiana 
Clipping Service from official 
state records, showed an increase 
of almost exactly 50 per cent. 

An even trend throughout the 
price range as well as in the total 
for the month in comparison with 
July was evidenced by the August 
registrations. Standing of the 
leaders continued in the same 
order as in the past. 

Failure of the anticipated slump 
to materialize from the rapidly 
approaching new car shortage, 
led to the belief that a sharp de- 
cline would set in within the cur- 
rent month or not later than 


October. The high level held by | 


the list through the summer 
months has occasioned some sur- 
prise, especially in view of the 
near-record peaks attained during 
the Spring sales season. 

The “all three” group continued 
to account for about 65 per cent 
of the total sales which is about 
the same percentage as the trio 
has taken all year and the same 
as for the eight-month total. 

Used car registrations of late 
models totaled 1,360 for the month 
of August, a slight gain from the 
mark of 1,325 for the month be- 
fore. 

In the truck department, the 
month registered a jump of near- 
ly 33 per cent over July and was 
a fraction better than August of 
last year. Registrations to date 
were 28 per cent better than for 
the first eight months of 1934. 
Used truck sales, less than half 
the total of new units delivered, 
were a shade better than in July. 


multiplies your selling opportunities 


Uniformly designed Neighborhood Stations quickly become identified 
with the cars they sell. Each station helps the others increase car pros- 
pects. Motorists driving in regularly for all kinds of service eventually 
buy cars. Building investment is less when ten or more stations are 
built at a time. Those who contemplate modernization or the building 
of new stations will do well to consult Austin. 


THE AUSTIN COMPANY 


Engineers and Builders—16112 Euclid Ave., Cleveland, O. 
Officesin Principal Cities — Detroit, Michigan, 2842 West Grand Boulevard, 


|The number of tractors and gas 

| engines is approximately the same 

oe } . |}as last year. The estimate also 

— , 3 shows 40,100 silos on farms, which 


” . is the highest number on record. 
A Full Sized Lift For All Makes of Cars 


The latest available authorita- 
Self-Leveling, Oil-Locked 


tive estimates show that the yield 
per acre of all important field 
Curtis Pneumatic Machinery Co., 1993 Kienlen Ave., St. Louis, Mo. 
New York City—Chicago—San Francisco 


crops in Pennsylvania will be 
C U R T | Air Compressors—Car 


| above the five-year average. There 

| have been few seasons in recent 
Washers—Rotating Lifts | years more favorable for crop- 
Tire Inflation Stands | production than the present one. 
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Snap on the [snition --- Throw in 
the Clutch --- Step on the Gas - - - 


ND there are three “musts” for starting and accelerating 


an automotive campaign—the two leading weeklies and 


The American Magazine. 


Largest monthly, leading family magazine, fastest growing of 


all general magazines, weekly or monthly—The American 


Magazine consistently ranks with the two leading weeklies as 


the choice of new car buyers: 


Large General Magazines* Preferred by New Car Buyers 


990 Buyers of DeSoto, 
Dodge, Oldsmobile, Pontiac 


Leading Weekly A 
Leading Weekly B 


American Magazine 


Weekly C 
Monthly B 
Weekly D 
Monthly C 
Weekly E 


500 Plymouth Buyers 


Leading Weekly A 
Leading Weekly B 


American Magazine 


W eekly C 
Monthly B 
Ete. 


THE 


1,000 Buyers of Plymouth, 
Dodge, DeSoto, Chrysler 


Leading Weekly A 
Leading Weekly B 


American Magazine 


Weekly C 
Weekly D 
Weekly I 
Monthly B 
Monthly C 


)99" 


227 Pontiac Buyers 


Leading Weekly A 
Leading Weekly B 


American Magazine 


\ eekly . 
Monthly b 
Ete. 


975 Buyers of Chrysler, Buick, 
Hudson, Nash, Studebaker 


Leading Weekly A 
Leading Weekly B 


American Magazine 


Weekly C 
Weekly D 

Monthly B 

Monthly C 
Weekly E 

220 Terraplane Buyers 
Leading Weekly A 
Leading Weekly B 
American Magazine 
\ eekly } 

Weekly D 

ete. 


*Million circulation, and over, class 


merican 


MAGAZINE 


MORE THAN 2,000,000 FAMILIES 


THE 


Publishers of Collier's, 


CROWELL PUBLISHING COMPANY oe 


the National Weekly—Woman’s Home Companion—The American Magazine—The Country Home 


NEW YORK 


Largest Magazine Audience in the World—8,300,000 Circulation 
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ATA Seeks to Strengthen State Trucking Groups 











| New South Express Lines, Inc., | 


Two New Committees Will 












Columbia, S. C.; Arthur Mc-| 
WwW k Keever, secretary of Merchant 
or Toward This Goal Truc kmen’ s Bureau, New York | 
| City; and Roger Hard, secretary 
Washington, Sept. 13—T wo) hearted support of the local asso-|°f Rhode Island Truck Owners’ 
committees were : named this week | ciations and, according to Ted V.| 4582» Providence. 
by the American Trucking Assns.,| Rodgers, president, proposes to| The committee will hold its 





first meeting at the second annual 
convention of ATA in Chicago, 
Oct. 14 and 15. 

The personnel of the reciproc- 
ity and uniformity group follows: 
Joseph Davidson, Davidson Trans- 
fer Co., Baltimore, chairman; J. 
W. Morrison, Gulf States Express, 
Inec., Akron, O.; Frank Asbury, 
Asbury Transportation Co., Los 





assistance 
constituent 


render every possible 
le . . 
in building up the 


groups within ATA. 


Inc. 

One, known as the State Assn. 
Committee, will work with state | 
and local trucking associations} The State Assn. Committee is| 
to help them build their organiza-| headed by Fisher G. Dorsey, 
tions and solve local problems.| Houston, Tex., operator. Other 
The other is the Reciprocity and| members are Ray G. Atherton, 

| secretary of the Associated Mo- 


Uniformity Committee. 
A permanent committee tor Carriers of Oklahoma, Inc., 















has 










been set up by ATA to devise | Oklahoma City; F. E. Landsburg, Angeles; Gus K. Weatherred, Dal- 
ways and means to co-operate| Secretary of the Washington las Transfer & Terminal Ware- 
with and improve associations| Trucking Assns., Seattle; George manee ame ee Mae a bed 
within the states. This commit-| Witzofsky, Tri-State Motor Trans- aca Were: demas P pg nf 
tee will atte 2 2 ie eeereth ee Dim + Seana : 

attend the breakfast! port, Inc., St. Louis, Mo.; John lacher Delivery Service, Philadel- | 





scheduled for presidents and sec- | Broderick, president of the Cart- | 
retaries at the forthcoming Chi- | age Exchange of Chicago; Wal- | 





E. S. Wheaton, Aero May- 
Indianapolis; 


phia; 
flower Transit Co., 













cago convention and outline its | lace Fager, secretary of Philadel-| W. A. Stoddard, Auto Haulaway 
program. | phia chapter, Pennsylvania Motor | Co., Dearborn, Mich.; and Peter 
ATA to whole-| Truck Assn.; George Weathers,|S. Peterson, Underwood, Ia. 






is committed 












LOOK, MAN... 
HERES WHERE CARS 
ARE BEING SOLD 
























New Car Sales... 
First 6 Months of 1935 


NEARLY 100% GREATER 


IN THE 8 RICHEST MIDWEST FARM STATES! 


a. - $16,000—for the other forty states, only $7,000! 
Also 4e% Cais in weet Feneee All of this same te alien aa aaaes auto- 
gains nly SC ain 


a motive advertising to farmers should be con- 
° centrated. And the way to do it th h th 
in Other 40 States La eS See Se 
EW CAR sales and new truck sales to farm- 


Midwest Farm Paper Unit. 
ers are going up all over the country. But 
they are going up a lot farther and much faster 
in the 8 richest Midwest farm states! 

For the first 6 months of 1935 as against same 
period of 1934... sales of all new cars com- 
bined were up 80% in the 8 Midwest states... 
up 40% in the other forty states. One make of 
car in the low-priced field was up 112% in the 8 
Midwest states ... up 57% in the other forty! 
The comparative percentages for a _ popular 
truck are 18% against 8% in favor of Midwest 








have first-hand knowledge of local problems... 
they can give first-hand information and advice, 
right when the need is greatest! And this is 
why Midwest Farm Paper Unit covers 76% of 
all the farms in this wealthiest area, undupli- 
cated ...as against only 64% unduplicated 
coverage by the total of the 5 farm nationals. 


If you want to 
sell your car or 


truck to the 
farmers who are 





NORTH 
OAKOTA 











states. buying cars or 
These figures are amazing ... yet perfectly trucks call | et 
logical! Midwest Farmers are buying more new the nearest Mid- | et 





west Farm Paper 
Unit office, and 
arrange fora 
man to bring you 
all the facts. 


cars and trucks because they’re making more 
money than other farmers. Average 1934 farm 
income in the 8 Midwest states was $1,423.00— 
average for other forty states, only $835.00. 


weonasxa | 108A D 
Average farm property value here is more than 


THE MIDWEST FARM PAPER UNIT 


WISCONSIN AGRICULTURIST AND FARMER WALLACES’ FARMER & IOWA HOMESTEAD 
NEBRASKA FARMER PRAIRIE FARMER THE FARMER 


6 NORTH MICHIGAN AVE., CHICAGO 


NEW YORK 
250 Park Ave. - 420 Lexington Ave. 










SAN FRANCISCO 
148 Russ Bldg. 





DETROIT 
3-258 General Motors Bldg. 











|ington, D. C. Tiedemann will be 


~ 


succeeded 


Midwest papers are edited close at hand. They | 


Pontiac Changes | 
Zone, Regional | 
Organizations 


Pontiac, Mich., Sept, 13.—Pon- | 
tiac Motor Co. is establishing a | 
new southern Region with head- 
quarters at Memphis and two new | 
zones located at Milwaukee and 
Des Moines it is announced by | 
A. W. L. Gilpin, vice-president | 
and general sales manager. The | 
changes will be effective Oct. 1 

V. A, Davison, manager of the 
Detroit zone, takes over the man- 
agership of the Southern region 
embracing the zones whose terri- | 
tories are tributary to Atlanta, 
Charlotte, Memphis, Oklahoma 
City and Dallas, Davison will be | 
succeeded by A. C. Tiedemann 
jr., now zone manager at Wash- 






iD u 


V. A. Davison J. M. Taylor jr. | 


in Washington by H.| 
H Grothjan, now assistant man- | 
ager in the New York zone. 

The manager of the Milwaukee | 
zone will be J. M. Taylor jr., now 
assistant zone manager at Minne- | 
apolis. L. A. Fleener, assistant 
manager of the St. Louis zone | 
will become manager of the new 
Des Moines zone, 

Both of the new zones will 
become a part of the Midwest 
Region with headquarters in Chi- 
cago, which now will include the | 
Chicago, Milwaukee, Minneapolis, | 
Des Moines, St. Louis and Kansas | 
City zones. 

“The increase in our business 
this year has made it increasingly | 
difficult for our field organization 








A. C. Tiedemann L, A, Fleener 
of the Atlantic Region with offices 


with offices in Detroit and the 
Midwest Region with offices in 
| Chicago, 
| wide expanse of territory falling 
within these regions,” said Gilpin. 
“The zones making up the new 
Southern Region are being taken 
| from all three of the regions east 
of the Rocky Mountains. 


“The remarkable 
which has taken place in busi- 
ness in the Great Lakes and 
Mississippi River areas has made 
necessary the additions of the two 
new zones at Milwaukee and Des 
Moines. All forms of rural busi- 
|ness and distribution as a whole 
over this vast middle western 
area have shown an increase that 
we found it no longer possible 
to handle our growing business 
adequately with the zone organi- 
zations that formerly 
these marketing areas. 


sion in our field organization we 





will be able to supervise our rap- 
idly growing dealer organization 
|more properly throughout the 
| country.” 


| total 


| increasingly 


tl 
| 


in New York, the Central Region | 


to cover properly the | 


improvement | 


covered | 


“We feel that with this expan- | 


Dodge Dealers 
Report Sept. 
Sales Holding 


Detroit, Sept. 13.—Dodge dealers, 
augmenting their 1935 sales rec- 
ord by an additional 4,791 retail 
| deliveries during the week ending 
Sept. 7, now have to their credit 
a total of 263,465 passenger car 
and truck sales for the period 
Jan. 1 to Sept. of the present 
year. 

Compared to 181,385 sales re- 
corded for the corresponding per- 
iod of 1934, the latest year-to-date 
marks a gain of 45.2 per 
This percentage means an 

increase which becomes 
significant in_ its 
break-up into the three lines of 
vehicles sold by the Dodge dealer 
organization, namely Dodge pas- 


7 


cent. 
overall 


senger cars, Plymouth cars, and 
|Dodge commercial cars and 
trucks, Thus, of the grand total 


of 263,465 vehicles sold so far this 
year 223,298 were Dodge and Ply- 


| mouth passenger cars and 40,167 


were Dodge commercial cars and 
trucks. The sale of Dodge pas- 
senger cars represents an increase 
of 90.2 per cent. 

A recent check-up of automo- 
bile marketing and general busi- 
ness conditions, made under direc- 
tion of A. vanDerZee, general sales 
manager of Dodge Division of 
Chrysler Corp., is said to show an 
encouraging picture in favor of a 
satisfactory late-summer and fall 
trade. 

“One circumstance which illus- 
trates the present automobile 
selling situation perhaps better 
than any other I might mention,” 
says vanDerZee, “is the normal, 
even manner in which our dealers 
continue to make deliveries. An- 
other factor which I regard as 
significant is the growing number 
of sales to first-time purchasers. 
The addition of this new business 
to that which involves the replace- 
ment of so many old cars, is 


building up a constantly increas- 
ing demand ! for the coming year.’ 





Coming Events 





SEPTEMBER 


1t-21—Cleveland, Ohio. Machine Tool Show, 
Cleveland Auditorium. 


OCTOBER 
3-13—Paris, France. French Automobile Show 
14-18—Louisville, Ky. National Safety Council, 
| 24th Annual Safety Congress. 


| 30-31, Nov.!-2—Newark, WN. J, Commercial 
Vehicle Show. 
NOVEMBER 
2-9—New York City. National Automobile 
Show. Grand Central Palace. 
2-9—Los Angeles. Auto Show. 
2-9—San Francisco. Auto Show. Civic 
Auditorium. 
2-9—Baltimore, Md. Auto Show. Fifth 
Regiment Armory. 
2-9—Washington, D. C. Auto Show 
3-4—-Chicago. National Battery Mfrs. Assn. 
Convention. Sherman Hotel. 


9-16—Buffalo, N. Y. Buffalo Automotive Trade 


Assn, 34th Annual Show. 
9-16—Newark, N. J. Auto Show. 
9-16—Detroit. Auto Show. 


9-16—Toronto, Can. National Motor Show of 


Canada, under auspices Canadian Na- 
tional Automobile Chamber of Com- 
merce. 

| 10-16—Cincinnati, O. Automobile Dealers’ 
Assn. Automobile Show. Held in Music 
Hall. 

| 10-16—St. Louis, Mo. Automobile Show. 

1t-14—Los Angeles. American Petroleum In- 
stitute, 16th Annual Meeting. Bilt- 
more Hotel. 

11-16—Pittsburgh, Pa. Auto Show. Motor 
Square Garden 

| 11-16—Omaha, Neb. Automobile Show. Omaha 

| City Auditorium 

| 1l-16—Philadelphia. Auto Show. 

11-17—Asbury Park, N. J. Monmouth County 
Automobile and Truck Show. New 
Casino. 


16-23—Minneapolis, Minn. Northwest Automo- 
hile Show. Armory Bldg. 

| 16-24—-Milwaukee. Auto Show. 

16-30—Chicago. Auto Show 

18-23—Des Moines, la. Auto Show. 

18-23—Rochester, N. Y. Auto Show. 

23-28—Columbus, 0, Auto Show. 

| 23-30—Cleveland, 0. Automobile Show. 

23-30—Montreal, Can. National Motor Show 
of Eastern Canada. 


25-30—Springfield, Mass. Auto Show. Munici- 
pal Auditorium. 
30-Dec. 6—Kansas City, Mo. Auto Show. 
DECEMBER 
1-3—New Orleans, La. Automobile Show 


Auditorium 
Auto Show. 
Automotive Service 


Municipal 
2-8—Seattie, Wash. 
9-13—Atlantic City, N. J. 

Industries Show 

JANUARY 
5-1!—Detroit, Mich. NADA Convention. 














Employers and Employes 
Must Pay New Wage Tax 


New York, Sept. 13.—An analy- of vessels; employment of son, 
sis of the Federal Social Security |daughter or wife; government 
Law is contained in a bulletin| employes (federal, state and 









issued by the Automobile Mer-| local); and non-profit organiza- 
chants Assn. of New York., Inc., | tions. 
and lists the provisions and ap- Under the federal plan certain 





proximate collections that will be | concessions are made to induce 
made under the new security plan. | states to enact state operated un- 
Two of the 11 parts of the |employment insurance laws. 











Security Law tax dealers: one is Can Claim Credit 

a tax for old age pensions and the Credit can be claimed against 

other for unemployment insur-| this tax for 90 per cent of the 

ance, amount paid to the state unem- 
Employer Collects ployment insurance funds, pro- 





The employe tax for old age|vided the state contribution has 






employer by deducting from the/| turn is filed. This is permissable 
wages of the employe at the time | only where the state unemploy- 
wages are paid. The employer | ment plan meets certain general 
is held liable for this collection. | requirements of the federal bill. 





Assessment Maxim. 
Employer Per Employe Assess- 


Pays Employe Pays ment a 
1937 8 ) l S30 1% $30 z 







1940-41-42 114% 15 114% 15 
1943-44-45 2 60 2% 60 
1946-47-48 216% 75 2% % 75 
1049 and after } 90 36 90 





Exemption from both taxes in- 
clude the following classes of 
employment: 

Agricultural labor; domestic 
service in a private home; casual 
labor; persons over 65 years of 
age; officers and crews of vessels; 
government employes’ (federal 
state and local); and non-profit 










The second provision calls for 
an unemployment insurance tax 
and is rated as follows: 

For the calendar year 1936, 
employer pays 1 per cent of appli- 
cable payroll; for 1937, 2 per cent; 
for 1938 and thereafter 3 per 
cent. 






No Maximum 


There is no maximum assessable 
wage under this tax law. These 
rates apply to the entire payroll 
of employers of eight or more 
employes. Employers who do not 
employ eight or more during one 
day of each of 20 different calen- 
dar weeks during the taxable year 
are exempt from this tax. 

Exemption includes:  agricul- 
tural labor; domestic service in a 
private home; sailors and officers 


Start Hercules Diesel 


With Gasoline Engine 
Canton, O., Sept. 13.—The Her- 
cules Motors Corp. has developed 
and now offers a gasoline engine 
starting unit on both the DHXB 
six cylinder 5 x 6”, and the DRXB 
six cylinder 4% x 5%” Diesel 
engines and power units. 
The gasoline engine used is 
the Hercules Model ZXB, a four- 
cylinder 2% x 3”. This gasoline 











© 


In New York, for example the 


federal tax will be a net cost of Rural Recovery Greater 


approximately: 1936; 1 per cent 
less 90 per cent allowable state 
credit or a deduction of 0.9 per 
cent which equals a net federal 
tax of 0.1 per cent; 1937: 2 per 
cent less 90 per cent allowable 
state credit or a deduction of 1.8 
per cent which equals a net fed- 
eral tax of 0.2 per cent; 1938 and 
after: 3 per cent less 90 per cent 
allowable state credit or a deduc- 
tion of 2.7 per cent which equals 
a net federal tax of 0.3 per cent. 

As an illustration the New York 


|dealer with a _ $10,000 payroll 


pensions is to be collected by the | been paid before the federal re- | 


| 
| 


A table of the tax follows: - ernie SR Re 
Max. Yearly Yearly | 
a 


would pay to the State of New 
York $100. The federal tax would 
also be $100, but since he could 
apply as a credit against the Fed- 
eral tax, $90 of the amount paid 
to the state, he would pay $100 to 
the state and $10 to the Federal 
government, making a total tax 
on his 1936 payroll of $110. 
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| Social Security Laws to Add Two Extra Taxes 





Than in Cities, Expert Says 


Minneapolis, Minn., Sept. 13. that of the larger cities, a gain of 
Business in the United States is | 23 per cent ¢ 


slowly departing from the depres- | cent, 
sion levels, O. S. Powell, statis- 


tician of the Minneapolis Federal | 48°. 


being 


recorded, 


s compared to 16 per 
basing the 
increase on the business of a year 


Reserve bank declared here to- Powell also said that farms are 
day. attracting many city residents 


Powell said that there is, never- 


theless, no particular evidence of | Promising future. 
a return to the boom level of 1929. Basing his opinions on personal 
“The favorable factors. are,} observations 


however, outweighing the un-| tacts, 
favorable, and the most favor-| in many 
are 


able is the tremendous change in. west 
farm conditions which has oc-| their 


curred since the first of March,” areas 
Powell explained. “It is further three 
noted that rural retail trade has spend 


shown a greater increase than | year 
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ago. 








engine is equipped with magneto, 
air cleaner, governor and other 
accessories, including a small 
gasoline tank, ready for instant 
operation. 

The controls, switch, choke, 
crank and throttle are all located 
on the front of the engine, which 
is on the right side of the Diesel. 
This gasoline engine cranks the 
Diesel engine by a pinion on the 
usual flywheel ring gear. The 
gasoline engine drives the pinion 


by V belts. A clutch disengages @ The er -at majori- 


the gasoline engine from the V 
belt drive to facilitate starting the 
gasoline engine. 

The operation of this clutch is 
inter-connected with the shifting 
of the pinion into cranking posi- 
tion on the ring gear. After the 
gasoline engine is started, either 
by a starting motor or by hand 
cranking, the operating lever is 
moved to engage the clutch. The 
first movement of the lever en- 
gages the pinion on the ring 
gear and further motion engages 
the clutch and cranks the Diesel 
engine. 

When the Diesel has started 
the cranking pinion is automati- 
cally “kicked” out of mesh by the 
reverse of torque. 









ty of new cars are 

now delivered with this added 
protection in all windows be- 
rause the public demands it. 
That makes it essential that 


dealers who provide it on an 


LIBBEY-OWENS-FORD GLASS 








optional basis, keep 
ears on their floor, 
ready for delivery, with Safety 
Glass All-Around. Order yours 
from the factory thus equip- 
ped. Otherwise, your competi- 


tors have a distinct advantage. 


COMPANY..-TOLE 
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A — which aims to improve the condition of the automobile | 
merchant is contained in a letter recently received by ADN. This 
ietter is herewith reprinted in full.—(EbDITOR’sS NOTE.) 


By GEORGE GORDON BOND, 
Hawthorne, N. J. 


I have watched the reader’s opinion expressed in your 
paper with a great deal of interest. I have read your 
paper for the last several years, with enjoyment. Now I 
feel an impulse to “butt in” again and express my views. 

During 1931 I sent in several comments on the auto- 


mobile business which aroused a lot of controversy | 
secording to the letters I received@Q—— 
personally, and the letters regard- 
ing me which you printed. However, 
nothing in the intervening four 
years has changed my opinions os 
insofar as they went at that time; Would Limit Dealers 

in fact, independent confirmation 1. I suggest that no individual or 
that I was correct has been made} firm delivering less than $25,000 in| 
in various ways, notably by the| new car sales per year ought to be| 
growth of the suburban, one-stop| franchised as a dealer. I do not/cases higher than the NADA net 
service-showrooms. Now I have some} place a limit on the dealer who sells| quotation. If so, it should be done 
additions to the ideas I expressed| five cars a year, because if he is|on the basis of price-class, as fol- 
at that time. These later ideas are| selling Cadillacs in a town of 3,000} lows: 

based on statistical study of financial] or 4,000 population, he is doing a Divide the price-classes, roughly, 
statements in operations with which| fair job if he gets out that many| according to discounts (discounts in 


cars a year, but no dealer ought to 
do a new car volume of less than 
$25,000. 

2. No franchised dealer ought to 
be required to sell new and used cars 
at a combined discount of less than 
22 per cent; the factories should 
enter into agreements to rebate their 
dealers in such amounts as will re- 
duce used car department losses to a 
figure which allow a combined gross 
profit of not less than 22 per cent 
in both departments. 

Naturally, such practice by itself 
would take dealer interest largely 
|out of the used car problem. The 
factory should protect itself by de- 
ducting from such’ rebates’ the 
amounts by which the dealer might 
over-allow in excess of NADA net 
| quotation for trades. It might also 
be desirable for the factories, in 
order to retain certain competitive 
positions, to allow amounts in some 


I myself am familiar, solidified and | 
confirmed by the early results of | 
the NADA survey. 


*2-F Al wn). 
<> t 


You know the type. There are some of them in every community. Pace setters who buy the 
new things first. They’re ready to buy a new car as soon as they see the new models. They’re 
the ones you must reach first with your new model story. . . . In Baltimore that means News- 
Post advertising. Because the News-Post’s modern, rapid-fire presentation of news, pictures, 
features, sports, naturally attracts the kind of live, fast-moving people who “obey that im- 
pulse” and buy. . What’s more, News-Post advertising gives you maximum coverage of 
the Baltimore market at minimum cost: 170,062 (or 84.6%) of the families in the ABC city 
zone, plus 30,997 in the surrounding territory—all for 35c a line. . Let’s get ’em rolling. 


Step up your News-Post schedule and step up your Baltimore sales. 


Represented Nationally 
by Hearst International 
Advertising Service 
Rodney E. Boone, 
General Manager 


A market of a million people can buy 
a lot of cars—that’s Baltimore. 
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Asks $25,000 Annual Sales Minimum for 


the same price-classes do not vary 
much): 

A dealer in the class below $850 
would have to adhere strictly to 
NADA quotations. 

Sliding Scale 


In the class from $850 to $1,250 
he would be allowed 5 per cent in- 
crease over those quotations cover- 
ing cars which sold new in the price 
classes under $1,250; he would have 
to adhere to the quotations on any 
cars which sold new in price classes 

In the class from $1,250 to $2,000, 
the dealer would be allowed a 10 per 
cent increase over the quotation on 
cars which sold new above that price. 
up to $2,000, but no increase )n cars 
above that figure. 

By this method, the distinctions 
between discounts for different 
priced lines could be maintained, but 
dealers would be protected against 
loss of business from unfair com- 
petition by dealers in other price 
classes, and against loss of dis- 
counts by general overboard trading. 
This method is enforceable because 
the factory would be interested in 
it. No factory would guarantee any 
dealer a gross discount on new and 
used car sales, regardless of that 
dealer’s ability to purchase used cars 
at proper figures. 


Guaranteed Margin 


The figure of 22 per cent as a 
guaranteed combined margin is arbi- 
trary. It seems to be a good start- 
ing point for discussion concerning 
such an innovation as I have sug- 
gested, as it appears from all the 
statistics I have seen that only a 
very poor dealer would lose money 
on such a margin, and the efficient 
dealer could make a_ reasonable 
profit. The average dealer would 
probably not make as much money 
as he would like to make, and as 
most of us think he is entitled to, 
but he would almost be guaranteed 
against loss if he kept up to former 
standards of efficiency, and _ this 
would be such a greatly superior 
position to present franchises that 
I think most dealers would welcome 
it. 

These two points by themselves 
would do a great deal to get our re- 
tailing business on its feet, but I 
believe more is necessary. For in- 
stance, salesmen have never been 
properly considered, generally, at 
any time since there were automo- 
bile salesmen (I was interested to 
read a letter from a salesman along 
this line some time ago in your 
paper). Salesmen have to present 
their dealers to the public, and make 


the buyer pay and like it. This point | 
of public contact is the one big fac- | 


tor of success or failure in any sys- 
tem of retailing, and when 
kick at the poor job of selling that 
is often done, they should remember 
that they got just what they paid 
for. 

Any plan that requires the public 
to pay a dealer a profit is going to 
fail unless the salesman wants to 
back it up. The public has shown 
its willingness on many occasions to 
buy new cars at wholesale, but we 


want the salesmen to collect a profit | 


all that 
I positive- 


for the dealer—that is 
counts for the merchant. 


ly believe dealers could have retained | 


all of the code benefits right up un- 
til the time of the Supreme Court 


decision if their salesmen had sup- | 


ported the code, but our salesmen 
were against the code from the start. 
Code chiseling started with the sales- 
men, and finished with the dealer. 


Square Deal Wanted 


If dealers ask for a square deal 
they must see that they give a 
square deal to their workmen. 

My suggestion on 
is simply this: 

8. The factory should 
that the commissions paid sales- 
men for new and used car sales 
combined should total an amount not 
less than 35 per cent of the new car 
discount. This rate would still be 
lower than the share of discount 
paid to salesmen in most merchan- 
dising lines, but would be, in gen- 
eral, probably 20 per cent to 25 per 
cent higher than present pay plans, 
which is certainly enough of an in- 
crease to give our present salesman 
the right attitude, and to attract to 
our business the right type of man. 
As to the way this amount should 
be paid—that is a thing that depends 
upon the dealer, the product, the 
territory, and the salesman. Many 
good compensation plans have been 
devised, notably those of Edward 
Payton, but there can be no hard 
and fast rule—these plans succeed 
because they are individual. 

4. I think the NACC guarantee 
should be increased to 6,000 miles 
or 6 months, with a mileage adjust- 
ment after that time until 20,000 
miles. The dealer has to adjust on 
this basis, or even on a more liberal 
basis in some instances, right now. 





dealers | 





this situation | 


insist | 





Dealers 


Why should he be responsible for 
the manufacture of the product? 

5. In connection with the guar- 
antee: the factory should pay cost 
plus 10 per cent on parts and list 
less 25 per cent for labor, for policy 
adjustments made by dealers under 
factory policy or approval. There is 
no reason why the dealer should 
have to participate in any portion 
of the cost on replacements—a mer- 
chant selling 49c silk stockings can 
get replacements for defective ones, 
and it certainly seems the factories 
should not compel the dealer to be 
responsible for manufacturing de- 
fects. 


Full Protection 


6. Dealers ought to be fully pro- 
tected on liquidated models—not with 
a portion of the cut, but with the 
entire cut, so they can make their 
full discount on all new cars they 
sell. This is, of course, where fac- 
tories require certain volume. This 
policy should not protect the dealer 
who has no sales resistance and buys, 
through bad management, in excess 
of his prospective requirements and 
ng wants someone else to stand his 
oss. 

7. Fleet owners discount ought 
not to be charged to the dealer un- 
less he sells during the 12-month 
period at least six new cars to the 
fleet for which he is charged. This 
fleet proposition requires just as 
much effort on the dealer’s part as 
any other business. Where volume 
is sufficient, and from companies, 
that would indicate that the fac- 
tory is responsible for the sale, the 
dealer is entitled to pay for the 
business; but in most cases the 
dealer has to fight for the business, 
over-allow on the trade, and then 
pay the factory 3 per cent. The 
dealer should not have to stand the 
parts discounts fleet owners enjoy 
unless his business with that par- 
ticular fleet reaches a volume suffi- 
cient to be termed wholesale. 

Maybe I have seemed to put the 
factory too strongly into the dealer’s 
operation—maybe most dealers would 
rather do with less factory inter- 
ference. That is what they say, at 
any rate. The point is this: the 
dealers have shown they cannot 
work together. The Supreme Court 
has decided the Government cannot 
put a stop to the chiseling. The fac- 
tories have proved through the past 
15 years that they can get together 
successfully themselves, and they 
have proved that they can make 
the dealers toe the mark. All right 
—let’s get the factory to do the job 
we can’t do. Any man who can make 
more money working for someone 
else than he can for himself is fool- 
ish to go broke in his own business 
and talk about “independence.” Any 
proprietor who can hire a manager 
to do a better job than himself is 
foolish to hang on to the egotistic 
rite of signing his firms letters. If 
the automobile dealers can make 
more money with more factory inter- 
ference, then—a word to the wise! 

Not Connected 

I have never worked for an auto- 
mobile factory in my life and don’t 
expect to. I believe in small busi- 
ness, in small business men, in in- 
dependence. I believe also in com- 
mon sense, and believe me, my 
recommendations, whether right or 
wrong, are my understanding of 
good policy for all concerned—the 
factory, the dealer and the public. 


Canadian Tariff Board 
Postpones Further Action 


Montreal, Sept. 13.—The Tariff 
Board will postpone further hear- 
ings in the gasoline and motor 
car inquiries until after the gen- 
eral election, it is learned here. 
The board is said to take the 
view politicians might use state- 
ments made before the hearings 
in a manner to bring that body 
into political controversy if the 
public inquiry proceeded during 
the campaign. 

Another reason for postponement 
is the fact it would be impossible 
to complete the hearings before 
the election and this might react 
in the voting prejudicial to the 
interests which had not had an 
opportunity to present their side 
of the argument, 


New Nash Dealers 


Kenosha, Wis., Sept. 13.—Recent 
Nash dealer appointments include 
the following: V. F. Westendorf, 
Oregon, IIl.; Romine Nash Co., 
Scottsbluff, Neb.; Edwards & Riggs, 
Wymore, Neb.; Wayne Garage, Ken- 
ton, Ohio, and Kreimer’s Garage, 
Forest Junction, Wis. 









Trade-Ins Mean Profits 


In Common- Sense Selling 














Seattle, Wash., Sept. 13.—“‘We’ve 
had no used car problem since 
1932,” says A. R. Matlock, used 
car manager of Davies & Kurz, 
Inc., Chevrolet dealers here. 


The firm’s used car business has 
been good, even ahead of new car 
business, he reports, and the de- 
partment has been run at a 
profit. One of the rules of the 
company is that no car can stay 
in stock over 90 days. If at the 
end of 30 days a car is not sold it 
is re-valued or re-checked. 


An unusual stunt recently sold | 
a 1930 Packard that had come 
close to the 90-day mark. A 
photograph of the car, taken in 
an appropriate background, was 
sent to every 1926 and 1927 Pack- 
ard owner in the city, some 100 of 
them. A personal letter accom- 
panied the picture and almost im- 
mediately a buyer was found. 

No special advertising or circu- 
lars are used by the company. 
The only rules are common-sense 
rules and the only stunts are good 
salesmanship. 


moves the commodity. To get the 
bonus, salesman must get the full 
adjusted asked price, and if a 
trade-in is involved, that must be 
sold at no loss before the bonus 
is paid. 

Certain community garages who 
send prospects gets the full com- 
mission, which helps in the mer- 
chandising of the cars. The 
classified advertising is now con- 
centrated in one newspaper, with 
the budget reduced to around 
| $200 per month, instead of up to 
$1,000 and use of all three papers, 
when more sales effort is de- 
manded. 

The “guaranteed” used car tag 
is used on all reconditioned cars 
and written warranty goes to 
buyer. Exchange privilege is 




























Priced at True Value 


One of the first rules is to put 
the car in stock at the true value, 
regardless of the trade-in allow- 
ance. A “Used Car Control 
Board” is relied’ upon to show the 
picture of each car as to number 
of days in stock, in each of the 
price divisions of $100 graduation. 
A glance at the board, and the 
manager knows exactly what’s 
what, and can see if any car is 
moving too slowly. 

When a car comes in, the con- 
trol board has an individual card | 
added and placed in the first day | 
position, showing year, model, 
make, allowance, date received, 
and asked price. The car goes to 
the shop and five days is allowed 
for it to be reported back, ready 
for the sales floor. 

Only in a few extreme cases is 
more than five days required for 
putting car in condition. Each} 
day, if the car is not sold, the 
card is moved ahead on the board. | 
On the 20th day, after the car has | 
been on display 15 days, there is 
a re-check to see if the car itself 
and the price are right. At this 
time the price may be changed. 
Another check comes at the 30- 
day mark, when price is adjusted, | 
as it is considered that 20 or 30 
days is too long to hold a car, | 
and an attempt is made to correct | 
whatever may be amiss. The | 
board shows the 30- to 60-day 
period to be the “danger” zone. 








Use Advertising 

Advertising in classified news- | 
paper department is then resorted 
to, and price readjusted. Radio 
advertising has not been produc- 
tive of good results, Matlock 
stated. If a car sticks 90 days, 
the policy is to sell “regardless.” 
Further cuts and added bonus to | 
salesmen are used, together with 
a special floor display. 

“They shall not pass” is the 
caption on the control board at | 
the 90-day mark. 

“The idea that no car should be 
in stock over 90 days was im- 
pressed upon me in 1924,” said 
Matlock. “At that time I was 
with T. A. Davies, the father of 

+ the present senior member of this 
firm. One day he asked me how 
long two cars had been in stock; 
they chanced to be right at the 
90-day mark. ‘I am going on a 
two- or three-day trip,’ Davies 
said, ‘and when I come back have 
those cars sold.’ I sold one. 
Davies seemed none too pleased. 
‘I am going to Tacoma today, and 
will be back at 4:00 pm. Have 
that car sold.’ And it was.” 

During the 30-60-day period the 
firm offers a bonus to salesmen in 
addition to the straight 6 per cent 
commission (less trade-in). 

The bonus calls for concen- 
trated salesmanship and usually 
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Used Car ‘Control Board’ Helps Seattle Dealer 





192, representing the one-cent tax 
authorized by the 1935 legislature 


limited to 48 hours for car of 
equal or greater value, on guaran- 


gasoline by provinces, with last 
year’s figures in brackets were as 


teed cars only. A merchandising | follows: Prince Edward Island | for relief purposes was set apart 
help is lining the dolled-up used | 464,000 (512,000 gallons); New| for state relief, but cannot be 
car in front of the branch or main | Brunswick 3,052,000 (2,542,000); | used because of an injunction suit 
store. The firm also has a used | Quebec 28,142,000 (25,476,000); On-|now pending, brought by the 
car store on auto row. tario 85,228,000 (76,814,000); Mani- |Nebraska Automobile Dealers’ 
—_—_—_—_— toba 7,879,000 (7,145,000); Alberta | Assn. and other interested parties, 
Canadian Production of 14,392,000 (13,522,000); British Col- | which ties up the special tax. 

" > - _|umbia 15,231,000 (14,815,000); May| During August a year ago $798,- 
Crude I etroleum Gains figures for Nova Scotia and | 545 oan acini in gas pena but 
Montreal, Sept. 13.—The Domin- | Saskatchewan have not been | only the four-cent state tax fig- 

ion Bureau of Statistics reports | received. |ures in that total. During the 


Canada’s production of crude 
petroleum during June was 120,- 
119 barrels compared with 110,115 
in June, 1934. Production of 714,- 
341 barrels in the first six months 
of the year was slightly below that 
of the corresponding month of 
1934. Canadian exports of petro- | 
leum and its products in June were 
valued at $38,034 and imports of 
petroleum, asphalt and their prod- 
ucts the same month reached 
a value of $4,919,718. During the 
first five months of 1935 sales of 


fiscal year ending July 1, 1935, 
the total amount collected in gaso- 
line taxes was $9,574,835. The addi- 
tional one-cent per gallon levy 
Lincoln, Neb., Sept. 13.—For the | for relief went into effect in April, 
first time in Nebraska history, a | 1935. 
month’s gasoline tax collections - 
went over the one million dollar 
mark, Receipts in August 
reached $1,080,961 after allowing | 
for refunds to dealers on fluid re- 
sold by them outside the state 
or to tax exempt federal agencies. | 
One-fifth of this amount or $216,- 


Nebraska Gas Tax Hits 
Million in One Month 


Omaha Show 


Omaha, Neb., Sept. 13.— The 
Omaha Automobile Trade Assn. will 
hold its 31st annual automobile show 
at the Omaha City Auditorium the 
week of Nov. 11 to 16, inclusive. 











It will pay you right 


from the start to specify 


MODERN MOHAIR 
VELVET UPHOLSTERY 
when you are ordering 
your new cars from 


the factory 


COLLINS & AIKMAN CORPORATION 


200 MADISON AVENUE, NEW YORK CITY 



















Mr. Spider is smart—he picks 
used cars with banged-up 


ru 


‘*No use,’’ he warns his off- 


sp 


you climb up you notice the 
tires are new Goodyears— 


th 


Take a tip from Mr. Spider 


for the tires! 


See Goodyear Man— 










Machine To 


New Time Saving Devices 
Reduce Costs and Prices 


3) 
just. the machine or when a cut- | built into the modern machines 
ting tool puts too much pressure | to protect the operators from be- 
upon the material being worked.| ing injured and to reduce the 
one i ; tridec | Smoke and fume nuisance form- 
There have been great strides|* | SHUG ick 
. |erly thought necessary where 
in the development of better | : ; ; 
indi hi TI f| steel was being cut at high speeds 
Stinding macaines. ne power OF | seem to completely enclose the 
the motors has been stepped up| working parts of the machines. 
generally to meet the require Most of the new machines are 





(Continued from Page 


ments of working on harder ma-| sl eee : : : ii 
terials and this has forced much | ee eas aor al 
better design and workmanship! having practically disappeared. 
in the tools to overcome the er-| Dirt and grease, slippery floors 
rors that manifest themselves|and a sea of dangerous belts 


| furnishing power to the machines 
stepped up six or seven times/ from an overhead line shaft are 
faster than formerly, as many of| things of the past if this show 
the modern machines are. This] is indicative of the modern shop. | 
more scientific and careful work- | Yet with all a faster, more ac- 
ing out of design has resulted in curate, more precise quality of 
the ability to increase precision| workmanship at lower costs per 
workmanship. 


| 
The appearance of the machines | facturers who value efficiency. 


when the speed of the machine is 


| piece is available to those manu- 


themselves, too, seem to have America is labeled the machine 
gone automotive. Their compact, | nation around the world and this 
clean-cut enclosed appearance} show which will run through next 


week up to Sept. 20 is truly a 
nation-wide expression of Ameri- 
can progress and courage while 


suggests something of the stream- 
lining of the modern motor car 
and the devices that have been | 


...Dut it’s | 








| mands 

































San Diego Exposition, Sept. 6 and 7. 
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ol Advance S 


mooths Recovery Path 


Lincoln Sales Winners 






| Lincoln salesmen, winners of national and regional contest, were guests of the Ford Motor Co, at the 
In this photo are shown officials who attended the meeting. In 


the front row, left to right: Ira B. Groves, manager Ford Long Beach branch; H. C. Butkiewicz, Uni- 

versal Credit Co.; D. J, Hutchins, commercial division; W. C. Clowing, general sales manager; A. S. 

Hatch, Lincoln sales division; V. E. Doonan, general sales division; E, H. Martin, service department, 
Dearborn, Mich.; John Deaton, Lincoln dealer, Los Angeles, and Leland Johnson, Richmond 





in the throes of the nation’s most 
severe depression. 

As Charles J. Stilwell, president 
of the National Machine Tool 
Builders’ Assn. and vice-president 
of the Warner & Swasey Co., ex- 
plained it to your correspondent, 
“The internal competition among 


chines has not been 


chine tool manufacturers as an 
industry modernize and improve 


its product as the insistence of 
industry, particularly the auto- 
mobile manufacturers. 


Industry is Leade- 


“The automotive industry 
out any question of douhb* is th 
leader in bringins the machine 
tool business out of the slump. 
While today we are feeling de- 
for more modern tools 
from practically all lines of in- 


dustry, a year ago the automo-| 


tive industry was practically our 
only big customer. The automo- 
tive industry is still one of our 
biggest customers and from every 


| indication will continue to be for 


after you dress up Used Cars 
with New Goodyear Tires 


years to come. The constant in- 


| troduction into its manufacturing 
| processes of new materials, new 
|alloys and the insistent demand 


| for the ability of its shops to work 


bber as business locations. 


ring, ‘‘to spin webs if as 


a 


, 
rs 


~ A 


ose cars move off too fast.’’ 


=>, 


ee eet ae’ 
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MS 


and a profit over your cost 


‘20 to ‘25 


car usually does it 





| presages 


and closer limitations 
a new tool market of 
astounding proportions. 

“The type and volume of the 
business that is being offered the 
machine tool builders of this 


to closer 


country today when viewed from | 


the spread of industry that is 
awakening to the needs of mod- 


|ernization in its manufacturing 
processes makes many of our 
leading manufacturers feel that 


we are now rapidly entering an 
era of unequalled prosperity. 
Due to Car-Makers 
“It is absolutely true that the 
modernization of our own prod- 


uct, which is to a great extent | 


responsible for our present flood 
of rush orders, is due almost en- 
tirely to the 
automotive industry 


that we 


| keep pace with their progress in| evenings 


design and manufacture. I would 
like to point out that without the 
steel and other basic material pro- 
ducers, and the machine tool 
builders having had the courage 
and faith in the automotive in- 
dustry to produce new materials 
and new tools, the leadership of 


| the automotive industry in bring- 


|ing us all out of the depression 


IN RUBBER 





'to run at far greater speeds, with 


might not have been so complete. 

“The machine tool builders to- 
day are following the automotive 
trend in obsolescence of design. 


| Today we are constantly, as an| 


industry, alert to build machines 


insistence of the} 


|; our own members for their share | 
f the dollar spent for new ma-| 
as insistent | 
|a force towards making the ma-| 














Lincoln dealer. 


increased efficiency and be safer 
and cleaner to operate in the 
plants and turn out a higher qual- 
ity product. 

“The spirit of this great show, 
by far the best this association 
has ever held, is expressed in 


three comments made to me this | 


morning by visitors to the show. 
One fairly large 
after carefully looking over 
Ford Edison exhibit, said, “I don’t 
know what I am going to see 
down stairs but that exhibit looks 
like some of our shops.” 
“Another large 
‘cld me that he was sending some 
his men to this show with an 
»p-oved requisition for over a 


:dzed thousand dollars worth | 


o. vew machines to be selected 
fron: those exhibited here. 
Demand Exceeds Supply 
“The president of a _ Detroit 
automotive parts making firm 
told me he had just telephoned 
to his factory for a number of 
his department heads to come to 


the show and added that he knew | 


when he telephoned that they 
would insist on his concern pur- 


chasing some of the modern tool | 
machines that are on display. He | 


stood ready to make the pur- 
chases when his men convinced 
him they would add to 
manufacturing efficiency.” 

“Deliveries are getting to be a 
problem with a great many tool 
machine builders and this is ad- 
ding an additional stimulus to our 


| sales as every manufacturer who 


manufacturer, | 
the | 
old machines on exhibition in the | 


manufacturer | 


their | 


sees a need for additional equip- 
| ment in the near future is now 
placing orders for more equip- 
ment than he originally antici- 
pated buying so as to protect him- 
|self against a possible failure to 
have the machines necessary to 
produce the increased demands 
for products which they are con- 
fident is on the way. 

“What the automotive industry 
has done for the machine tool 
| builder is clearly illustrated in the 
|} experience of one exhibitor at the 
show. This firm makes a fairly 
standardized line of abrasive ma- 
chines. The tool buyers for sev- 
eral of their automotive customers 
insisted that they develop a ma- 
|chine that would finish products 
faster than any machine then in 
|existence and at the same time 
| hold the ‘go and no-go’ tolerances 
to what was then an unheard of 
| close limitation. This firm finally 
| was able to produce such a ma- 
| chine. Because this machine met 
| the demands of the automotive in- 
| dustry it gave the company cour- 
age to go out and offer it to 
manufacturers in other lines and 
to date this year they have al- 
ready produced nearly three times 
as many of this particular model 
as they normally produced in any 
normal year. 

“The machine tool industry will 
this year pass the years of 1926 


'and 1930 in volume of business 
|done. It is now doing consider- 
more business than the 


| ably 
 cebeds for the past fifteen years, 
'And this is quite a record. 





SAE Meeting to Coincide 


With National Tool Show 


Cleveland, O., Sept. 13. — Cele- 
brating its 30th anniversary, the 
Society of Automotive Engineers 
will hold its 1935 production meet- 
ing in conjunction with the Na- 
tional Machine Tool Show here 
this week and next. 

Sessions will be held in the 
only, Wednesday and 
Thursday, Sept. 18 and 19, at the 
Hotel Statler. 

Wednesday’s session, at 8 p. m. 
in the ballroom, is known as the 
Production Papers Session, and 
will be under the direction of 
Joseph Geshcelin, technical editor 
of Automotive Industries. The 
program is as follows: 

“Methods of Finishing Trans- 
mission Gears”—S. O. White, 
Warner Gear Co. 

“Application of Induction Heat- 
ing in Automotive Production” 
E. L. Bailey, Dodge Bros. Corp. 
“Rustproofing and Paint Ad- 


E. P. Spru- 
Paint 


herence Technique” 
ance, American Chemical 
Co. 

“Resistance Welding in the Au- 
tomotive Industry”—J. A. Weiger, 
P. R. Mallory and Co. 

“A Quick Trip to the Machine 
Tool Exhibit”—J. R. Cox, Thomp- 
son Products, Inc. 

(Papers will be followed by gen- 
eral discussions.) 

At the dinner session Thursday 
evening, Sept. 19, at 7:00 p. m., in 
the ballroom, A. T. Colwell, chair- 
man of the Cleveland section of 
the S. A. E., will be chairman. 
Toastmaster will be V. P. Rumely, 
vice-president, S. A. E. production 
activity. “Where Do We Go From 
Here?” will be discussed by Wil- 
liam B. Stout, Stout Engineering 
Laboratories and president of the 
S. A. E. There will be music and 
entertainment. Tickets are $1.50 





each and there will be no reserva- 
tions. 


Dress will be informal. 
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Omaha Dealers Staging | Unique Used Car Drive 


Intense Sales es Campaign 


Brings 15% 5 


Omaha, Neb., »., Sept. 13.- Dealers} «aca. In funded. 


in Omaha now are waging the 
most intensive used car _ sales’ 
drive in the Nebraska metropolis’ 
history, and have succeeded in re- 
ducing their average 
stock approximately 15 per cent 
from the July figure. 

Five Ford dealers, McFayden- 
Stewart, Russell Motors, Sample- 
Hart Motor Co., Seemann Motor 
Co. and J. V. Thorndike, Inc., 
have secured excellent results 
from a co-operative sales cam- 
paign in which they share the 
cost of advertising. 
of the campaign is a two-day 
money back guarantee on all cars 
selling for $100 or more. 


The feature | 


In addition, $400 in other 
prizes was given to the holders of 


| winning tickets. 


used car | 


| 


Used | 


car customers are allowed to se- | 


lect the car they want, drive it 
for two days, and if not entirely 
satisfied, get their money 
without question any time within 
the two-day period. 


3-Day’s Trial 


back | 


The McFayden-Stewart Co. now 


is operating four neighborhood 
service stations, and special bar- 
gains in used cars are on display 
at all these _ stations. 
Sanders, Dodge and Plymouth dis- 
tributors, also have established 
three neighborhood service sta- 
tions and are conducting a special 


showing of used cars at these 
places. 

Andrew Murphy & Son, Chrys- 
ler and Plymouth distributors, 


are giving a three-days’ driving 
guarantee on each used car. In- 
stead of refunding the money to 
dissatisfied customers, however, | 
this company allows them to ex- 
change it for another car. An-| 
drew Murphy & Son have just | 
established a branch in South) 
Omaha where a large variety of | 
used cars are displayed. Both | 
the branch and the downtown lo- | 
cations are being kept open eve- | 
nings during the intensive used | 
car sales drive. 

Greenlease - Lied Co. this week | 
announced the opening of 
“Omaha’s largest exclusive used 
ear store,” which will be called 
the Motor Mart. The new store 
is located in downtown Omaha, | 
occupies three floors and has been 
stocked with 200 used cars. This 
Chevrolet distributor has done the 
largest volume of used car busi- 
ness of any dealer in Omaha this 
summer. Some of the reasons to 
which this record is attributed are 
a three-day driving trial in which 
the customer must “like it—or 
don’t keep it,” and liberal credit. 

Prize Drawing 

John Opitz, Ford dealer, in- 
creased both new and used car 
sales materially last week through 
a prize offer. Persons buying 
either new or used cars were 
given a ticket, and at the end of 
a specified period duplicate num- 
bers were drawn from a barrel. 
One new car purchaser and one 
used car purchaser got their cars 
free. Any amount that they had 
already paid on their car was re- 


Canadian Motor Show 


Scheduled for Nov. 9 
Montreal, Sept. 13.—On Nov. 9, 
Canada’s National Motor Show | 
will be formally opened at the 
Exhibition grounds, Toronto. No 
official announcement has been 
made as yet but it is understood 
by that time all manufacturers 
serving the Canadian motor car 
buyer will have available their 
1936 models for display. Most of 
them will actually be in produc- 
tion by then. 


Not only that, but a few new}! 
models are ready to appear al- 
most any day now. Buick, it is 
said, will lead the parade with 
other General Motors models 
following close at hand. Some 


announcements will be made dur- 
ing late September and October 
and culminate at the big show. 
Hudson-Essex, for example are 
planning a dealer preview for 
early October if present plans | 
materialize. 


Barish- | 


Stock Cut w 


T. J. O’Brien & Co. obtained | 
such satisfactory results from a 
“no-money-down” used car sale 


last week that the sale was car- 
ried over this week. 
Displays at Fair 


At the Nebraska state fair 





lr rench Seek Drastie Cut 


In Auto Production 


ashington, Sept. 13.—Imme- 
steps by the French gov- 
to regulate domestic 
production and _ to 
market has. been 
urged by the French National 
Automobile Chamber of Com- 
merce, in a petition to the Min- 
ister of Commerce, the Depart- 
ment of Commerce reported. 
In defense of its stand, 


diate 
ernment 

automobile 
control the 


the 


| Chamber cites the numerous re- 


which closed at Lincoln last week, | 


the first used car display in the 
fair’s history was in 
The DuTeau Chevrolet Co., Lin- 
coln, rented the entire automobile 
exhibit building, and presented an 
attractive display of used cars 
and trucks in addition to a com- 
plete line of new vehicles. The 
venture proved to be profitable, 
according to reports. 


: | the measures 
evidence. | 


|cent failures of 


automobile fac- 
and selling companies and 
adopted successfully 
in other countries. 

Another important organization, 
comprising the principle French 
motor vehicle manufacturers, has 
announced that its members are 
unanimously in favor of a 12- 
month period of non-production, 
beginning in October of the cur- 


tory 


rent year, convinced that no less | 
drastic remedy can restore the 
automobile industry to a healthy | 
condition, it was stated. 


U.S. Gas Consumption 
Gains 3.95% in Ist Half 
New York, Sept. 13. — Gasoline 

consumption in the United States 


during the first six months of 
1935 increased 3.95 per cent, or 
305,942,000 gallons, over that for 


the first half of 1934, it is reported 
by the American Petroleum In- 
stitute. 

New York retained its position 
as the largest consuming state 
with consumption totaling 723,- 
640,000 gallons as against 718,270,- 
000 in the first half of 1934. Cali- 
fornia again was in second place, 
with consumption of 685,611,000 
gallons against 675,626,000 in the | 





| first six months of last year. 


| 
| 


Pennsylvania, third largest con- 
suming state, reported consump- | 


| mate 


tion of 555,774,000 gallons against 
526,010,000. Illinois was fourth, 
reporting consumption of 485,245,- 
000 against 474,516,000. 

Decreases were shown in three 
states— Arkansas, Missouri and 
Nebraska. 


Evans Products Making 
Auto-Loader Changes 


Detroit, Sept. 13.—E. S. Evans, 
president of Evans Products Co., 
states that changes in the 1936 
automobile models this fall will 
necessitate alterations in the 
Evans auto-loader equipment in 
a majority of freight cars so 
equipped. 

Evans products engineers esti- 
that about 19,000 of the 
21,000 cars now rigged will have 
to be altered at a per-car cost of 
from $50 to $150. The company 
has already begun delivery of 
new parts for these alterations, 


INCLUDE THIS TREMENDOUS AUDIENCE 
IN YOUR ADVERTISING PLANS! 


low cost—and a high percentage of these 


In the Street Cars your new automobile 
advertising will stand out like a house afire. 
Millions of gainfully-employed families who 


need new cars will see it. They ride with the 
Car Cards for 20 minutes at a time. Their 
purchases of new cars during 1936 will be a 
vital part of the total sales of new cars for 


the year. 


Street Car Advertising opens the door to 
this big, active car-needing market. Through 
no other form of advertising can you reach 
so many potential automobile buyers at such 


prospects come to you wi 
no used cars to trade in. 


th clean deals _— 


Display your new 1936 models through the 
60,000 nation-wide Street Car ’show-rooms” 


Get the facts on Street Car Advertising ser- 


vice. It is something you c 
Its very low cost is due to 
a by-product of mass tran 
ing billions of dollars of in 


Write or wire for complet 


Western Advertising 


an use profitably. 
the fact that it is 
sportation involv- 
vested capital. 


e information. 


Manager 


20 North Wacker Drive — Chicago 
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can Automobile Assn. B’rer Smith 
had just run across a letter writ- 
ten 23 years ago by Col. W. S. 
Gilbreath, now of the Automobile 
Club of Michigan, but in those 
days the “spirit of the Lincoln 
Highway.” Gil then was ghost 
writer for Carl G. Fisher who was 
promoting the idea of a transcon- 
tinental highway which was called 
the “New York-to-Frisco Coast- 
to-Coast Rock Highway” before 
the title of Lincoln Highway was 
thought of. His slogan was “It 
can be done-—let’s do it before 
we are too old to enjoy it.” And, 
b’gosh, Carl Fisher and Gil did it. 
+ 


* * 


IN HIS CHARACTERISTIC | 


way Ernie Smith sat down and 
penned a few facts about what 
has happened in an automobile 
way since 1912. And the column 
is going to crib his findings. 

“In 1912 there were only 51 
miles of concrete highways in the 
United States,” he writes. “Cement 
in those days cost 81 cents a 
barrel against $2.50 now. Cement 
was largely imported in those 
days. Since that time $576,000,000 


| miles, is at present surfaced.... 
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Chris 


Sinsabaugh 


has been invested in cement plants 
in this country and 109,175 miles 
of concrete highways has been 
built....In 1912 there were only 
900,000 registered automobiles in 
the country. In 1935 there were 
24,600,000. Since 1912 there have 
been 50,392,194 automobiles manu- 
factured at a cost of $33,113,040,- 
170, which is more than our na- 
tional debt....In 1912 the average 
wholesale value of a car was $941. 
Today it is $451. In 1912 there 
were 263 automobile and truck 
manufacturers. Today there are 
67....As to our public roads, in 
1912 there were only 190,476 miles 
surfaced, out of 2,199,645 miles 

or 8.66 per cent. In 1932 there 
were 733,398 miles surfaced out of 
3,042,780, or 24.1 per cent. But 
74.2 per cent of our state high- 
ways, of which there are 358,210 


In 1912 there were 16,028 hotels in 
the country. Today there are 
29,462. And there has been an in- | 
crease of 1,097,258 rooms in that 
time....And during the interval | 


Jim Sullivan 





ten the population of our country | 





| ‘tourist home’ signs are creaking 
on their hinges....In 1912 Theo- 
since Gilbreath’s letter was writ- | dore Roosevelt first drove an auto- 
mobile (a Haynes) and Speaker 





TAKE 


| 


a maker of bathtubs. 


You have invented a better bathtub 
In fact, it’s a honey. You hope to sell a 


lot of them. 


But you’re smart enough to know 
that people are pretty conservative 


about things like that. 


So what do you do? Do you try to 
sell them to every Tom, Dick, and 
Harry? Not to begin with, you don’t. 

You use strategy. You advertise your 
bathtubs to the kind of people that are 
forever looking for something new — 
the kind of people other people copy. 

That’s easy to say. But how is it 
done? How do you reach that kind of 


MAGINE, for a minute, that you are 


38 BH 


BATHTUBS 


for instance 


people? Good advertising men will tell 
you. You advertise in a national 
weekly of selective circulation — the 
New Yorker. 

This magazine is read by 126,000 
people all over the country. They’re the 
people that set styles, start trends. 

They start the ball rolling... and 
keep it rolling... for the makers of 
bathtubs or blankets, lipsticks or life 
insurance. Motor cars, too. 


What have you got to sell? 


THE 
NEW YORKER 


25 WEST 45th STREET 


SELLS THE PEOPLE OTHER PEOPLE COPY 





Annual Automobile Issue—November 2nd 
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has increased 31,580,083....Since|Champ Clark finally fell for a 
1912 over 22,000 tourist camps | National 40 after having vowed 
have been created and over 100,000 | he would continue to use street 


cars....To sum it all up, since 
1912 over $40,000,000,000 has been 
invested in the automobile and 
cement industries. And these two 
industries have had more to do 
with the remodeling and remak- 
ing of physical America than any 
other factors.” 

STILL REMINISCENT and 
|also sentimental, I call attention 
|to the fact that on Sunday Jim 
Sullivan, automobile editor of the 
Boston Globe, celebrates his 50th 
anniversary as an employe of that 
paper. Of course he hasn’t been 
automobile editor all that time, 
| but it is a matter of record that 
no other man now living has been 
grinding out an automobile col- 
umn longer than has the 
bard. I call him 
automobile editors without fear of 
contradiction, ranking 
Leon Pinkson of the 
cisco Chronicle in years of serv- 
|ice for the cause. 
years on the Globe, Sullivan is a 
Harvard graduate of the class of 
1904. How come? you ask. Easily 
explained. Still working on the 
Globe, Jim earned enough on the 
side refereeing prize fights to put 
him through Harvard. 

* * * 


| JIM’S IN TOWN this week, an 
| advance guard here for the Dodge 
|and Buick previews next week. 
| But ahead of him came a letter 
|from one of the old guard in 

Boston, who prefers to conceal 
| his identity, tipping me off as to 

the anniversary and suggesting 
| I write a piece about Jim. 

“I particularly remember your 
| tribute to the late Jack Kerrison 
of the Boston Post,” he wrote. 
All these good fellows, like Joe 
Ryan, Eddie Westlake, Johnny 
McNamara, Johnny Wetmore and 
the rest of those veteran automo- 
| bile editors who have hit the long 
| trail, are making their Glidden 
| tours in some kind of a vehicle in 
a land somewhere that we know 
| little about.” 


* * * 


| IN THE MAIL, too, comes a 
letter from Herb Buckman, man- 
| ager of the Cleveland Automotive 
| Trade Assn., who twangs the old 
heartstrings with the following: 

“The coming of September is a 
reminder that it is just about a 
year that Eddie Edenburn (that 
dynamic Detroiter who figured so 
prominently as a trade associa- 
tion official and in the promotion 
of automobile and motor boat 
races) is dead. 

“Tt seems to me that among 
us who feel close to him that that 
time should not go unmarked. 

| That is the only reason for this 
letter of condolence to ourselves. 

“In past months, throughout the 
| country, there has seemed almost 
a sense of fraternity among those 
we meet occasionally, those we 
recognize as having ‘known 
| Eddie.’ Perhaps in something like 
| that lies the inclination now to 
stretch an extra friendly hand, 
to indulge in a gesture of human 
kindness, to yield expression to a 
thought of our better selves. 

“T do not know that Eddie has, 
or needs, a tangible memorial, but 
I truly believe that such a spark 
| lives in the souls of his friends.” 


J. W. Frazer Finds 
| Business Outlook 


Bright In West 


Detroit, Sept. 13.—Interviewed 
in Los Angeles recently, where he 
stopped in the course of a busi- 
ness trip to the Pacific Coast, J. 
W. Frazer, vice-president of the 
Chrysler Sales Division of the 
Chrysler Corp. expressed himself 
in a very optimistic vein. 

“TI was much impressed by the 
remarkably favorable crop condi- 
tions in the middle west 
|passed through,” said Frazer. 
“Farmers have money and ob- 
viously are going to spend it. 
Better business conditions prevail 
in the east, including New Eng- 
land, The whole Atlantic Coast 
shows constantly improving busi- 
‘ness trends.” 
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as I} 
| 9:30 P.M.—SIIELL OIL (NBC, Red), The Shell 








Quebec Truckers 
Meet and Elect 
New Officials 


Montreal, Sept. 13.—J. B. Bail- 
largeon was elected president of 
the Automotive Transport Assn. 
of the Province of Quebec at the 
first annual meeting held in the 
offices of the Montreal Board of 
Trade. 

James W. Meldrum was elected 
first vice-president; A. H. Mercer, 
second vice-president; J, H. Coley, 
treasurer; and A. Beauregard, T. 
J. Donelly, N. J. Emblem, W. G. 
Kenwood and J. H. Lynn were 





;elected to the executive committee. 


Plans are being made, it was re- 
ported, to establish a branch of 
the association at Three Rivers, 
The new branch at Sherbrooke 
was stated to have 16 members. 


At the association’s request the 
Council of the Board of Trade 
appointed a committee to report 
on questions of the basis and 
tariff for fees; classification of 
motor trucks; markets; permits; 
safety measures insurance and 
registration and traffic control. 
This committee which comprised 
F. T,. Parker, chairman; J. B. 
Rutherford, Leslie H. Boyd, K. C., 
E. D. Stuart, Ed. Gariepy and 
Arthur Vaillancourt already has 
submitted an iterim report, but 
further investigation will be made 
and a complete report issued this 
year. 


Lining Sales Up 

New York, Sept. 13.—In the first 
quarter of 1935 manufacturers’ sales 
of brake linings and clutch facings 
showed an increase of 20 per cent 
over the same period in 1934 accord- 
ing to figures announced by the 
Brake Lining Manufacturers’ Assn., 
Inc. Sales for the first quarter of 
1935 were $5,013,800 compared with 
$4,178,100 in the previous year. 

The increase is attributed largely 


to the increase in automobile pro- 
duction, the buying for which is 
usually concentrated in the first 


part of the year. 





Automotive 


On the Air 








MONDAY, SEPT. 16 
6:45 P.M.—SUN OIL (NBC, Blue), 


Thomas, , 
7:45 P.M.—PIIILCO (Columbia), Boake Carter. 


Lowell 


8:00 P.M.—STANDARD OIL OF N. J. (Co- 
lumbia), Esso Marketers present Lombardo 
Road , 

8:30 P.M.—FIRESTONE (NBC, Red), The 
Voice of Firestone—Margaret Speaks, so- 
prano; mixed chorus and William Daly’s 
symphonic string orchestra. : / 

9:00 P.M.—SINCLAIR (NBC, Blue), Sinclair 
Minstrel Show with Gene Arnold, inter- 
locutor. 

TUESDAY, SEPT. 17 

6:45 P.M.—SUN OIL (NBC, Blue), Lowell 
Thomas. 

7:45 P.M.—PHILCO (Columbia), Boake Carter. 

9:30 P.M.—FORD (Columbia), Fred Waring’s 


Pennsylvanians and Colonel Stoopnagle & 


Budd. 
TEXAS (NBC, Red), Eddy Duchin and his 
Fire Chief orchestra; guest singers, 


WEDNESDAY, SEPT. 18 
6:45 P.M.—SUN OIL (NBC, Blue), 


Thomas. ; 
7:45 P.M.—PHITCO (Columbia), Boake Carter 


Lowell 


THURSDAY, SEPT. 19 
6:45 P.M.—SUN OIL (NBC, Blue), 
Thomas 
7:45 P.M.—PHILCO (Columbia), Boake Carter 
10:00 P.M.—STEWART-WARNER (Columbia), 
Alemite Half Hour with Heidt's Brigadiers. 


Lowell 


FRIDAY, SEPT. 20 
6:45 P.M.—SUN OIL (NBC, Blue), 


Thomas 


7:45 P.M.—PHILCO (Columbia), Boake Carter 


Lowell 


8:00 P.M.—CITIES SERVICE (NBC, Ted), 
and Cities Service quartet; Frank Banta and 
Cities Service concert—Jessica Dragonette 
Milton Rettenberg, piano duo; Rosario 
Rourdon’s orchestra. 

SOCONY VACUUM (Columbia), Socony 
Sketchbook with Johnny Green's orchestra, 
Virginia Verrill, singer, and Christopher 


Morley. 

10:00 P.M.—STUDERBAKER (Columbia), Rich- 
ard Himber and Studebaker Champions. 
12:30 P.M.—STUDEBAKER (Columbia), Rich- 
ard Wimber and Studebaker Champions. 


SATURDAY, SEPT. 2! 
9:00 P.M.—CHEVROLET (NBC, Red), G-Men 
The Urschel Kidnapping Case—authentic 
cases from official Dept. of Justice files 
dramatized by Philip Lord. 
Chateau, starring Al Jolson; guest artists; 
Victor Young's orchestra. 


SUNDAY, SEPT. 22 

6:30 P.M.—ACME (Columbia), 
McConnell. 

8:30 P.M.—GULF REFINING (Columbia), Gulf 
Headliners with James Melton, tenor; 
Revelers quartet; Hallie Stiles, soprano; 
Pickens Sisters and Frank Tours’ orchestra, 


Smiling Ed 











AUTOMOTIVE DAILY NEWS, SATURDAY, SEPTEMBER 14, 1935 


21 





Citizen Traffie Patrols Temporary Safety Aid 


Many Cities Adopt Plan 
To Cut Reckless Driving 


Washington, Sept. 13.—Con- 
fronted by the twin perplexities 
of inadequate traffic police per- | 


that his violation was observed 
and asks him courteously if he 
will not mend his ways. 


sonnel and _ steadily increasing} Offenses reported by volunteer 
traffic accidents, municipal and|patrolmen are of a_ seriousness 
state motor vehicle administra- | and frequency which defenders of 


the system believe to be unchal- 
lengeable. Moreover, they are al- 
ways the same regardless of geo- 
graphical location. 
Attitude of Apathy 
The outstanding offense is pass- 


tors are resorting again to citizen 
motor patrol systems as a pallia- 
tive. 

Fundamentally the systems 
have a common basis and objec- 
tive, but the set-up varies accord- 


ing to locality. Typical of these|ing red traffic signals. About 
variations are those which have| one-half of the cases reported fall 
already passed the experimental! into this category. Speeding is 


stage in Connecticut, and in| second on the list, with incorrect 
Pittsburgh, Pa., Dallas, Tex., and|/turning third, and weaving 
Washington, D. C. In these lo-| fourth. 


These are serious offenses, and 
reported by the thousands by vol- 
unteers it is an indication that 


calities extreme care is taken to 
avoid building up snooper sys- 
tems. The citizen organizations | 
are carefully steered around any 
set-up smacking of a stool- 
pigeon, secret police or traffic 
OGPU agency. Such things, it is 
realized, would defeat the very 
ends for which they were estab- | 
lished. | 
4,500 in Connecticut 





hanna 






“To Connecticut goes the dis- 
tinction of having the largest | 
civilian motor patrol. It was 


established by Michael A. Connor, 
commissioner of motor vehicles, 
shortly after he succeeded Rob- 
bins B. Stoeckel in 1932, and has 
been expanded steadily until it 
now includes a corps of 4,500 vol- 
unteer spotters operating on the 
state’s streets and highways. 
Pittsburgh’s civilian traffic 
force numbers 500 and Dallas’ 
corps of “T-men” includes 107 
members. The volunteer force 
which until recently operated in 
the national capital numbered 100. 
Powers of citizen patrol mem- 
bers are limited merely to those 
of observation. Volunteers can- 
not arrest violators. They cannot 
even stop and upbraid offenders. | 
Their functions are limited | 
strictly to noting violations, ob- | 
taining license numbers and sub- 
mitting reports to the proper au- 
thorities. It is made clear to 
members of these volunteer 
agencies that their connection 
with an official department enti- 
tles them to no privileges in the 
way of acting as traffic monitors 
or of violating the law themselves. 
it is emphasized, too, that their 
reports cannot and will not be | 
used as a basis for punishing vio- | 
lators in court, but rather as part 
of an effort to obtain the co-op- | 
eration of the motoring public. 


Courteous Plea 


License number of the offend- 
ing car, together with the nature, 
time and place of the offense, is 
reported on a standard form to 
the motor vehicle or traffic de- | 
partment. The latter checks the 


license number, obtains the name 
of the offending driver, and sends 
him a form letter notifying him 











Hell-Bent Driver 
Has Lowest Ears 


Washington, Sept. 13.—In 
the future when persons are 
hailed before the District of 
Columbia board of revoca- 
tion and restoration of driv- 
ing permits, the first thing 
members will do is to make 
a mental note of whether 
the respondent’s aural ap- 
pendages are high wing or 
underslung. 

It’s all because Edwin J. 
Creel, inventor, told the 
Highway Research Board 
that he has discovered the 
“venturist” group of human- 
ity are the ones with ears 
below the normal position. 
If findings of the board bear 
out this discovery, the man 
with the underslung ears 
| may have a hard time get- 
| ting a license until he can 
satisfy the board he is not 
reckless. 
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scientifically rounded for greater beauty 
and bec ause this sphere construc- 


incidentally, 


is welded to the steel panels all round, 





they are escaping the eyes of en- | 
forcement agents. On the basis 
of this evidence, then, those who 
favor volunteer patrols argue that 
they at least have the merit of 
showing an acute need for more 
traffic policemen; that they pro- 
duce about the most tangible evi- 
dence on the subject. 

On the whole, however, there 
seems to be little evidence of a 
strong public demand for citizen 
patrols. The general attitude 
seems to be one of apathy toward 
them, or at most a willingness to 
tolerate them in view of a dis- 
tressing traffic accident situation. 





Taxes Rise 
Little Rock, Ark., Sept. 13.—Gaso 
line tax collections for August 
amounted to $768,939.87, an increase 
of $117,000 over the previous month, 
according to figures released today 


by E. R. Wiseman, state revenue 
commissioner. Collections for Aug 
ust set an all-time record, it was 


stated. 
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quieter, cool in summer, 
winter, sturdier, more economical and 
certainly far more beautiful. 


highlighting 1935! 


Senator Lauds Plan for 
N’West Traffic Meeting 
Faribault, Minn., Sept. 13. 
Lauding plans for a northwest 
traffic accident conference, State 
Senator William L. Roepke of 
Faribault made a series of recom- 
mendations here today calculated 


to cut down the heavy traffic 
death and accident toll. 

He recommended: 

Mandatory penalties for major 


traffic 
Tightening up the present state 
drivers’ license law. 


violations, 


More stringent financial respon- 


sibility legislation. 
Decreasing maximum legal di- 
mensions for motor trucks. 
Prompt removal of highway 
work signs when work is com- 


pvleted. 






and La Salle, has made cars safer, 


warm in 


A first- 
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fic 


Explaining his recommenda- 
tions, Senator Roepke said: 

“Because of the pressure 
brought to bear on local magis- 
trates, the sentences are either 
far to light or else are suspended 
in the great majority of cases in- 
volving serious violations of traf- 


laws. The only way to com- 


| bat this condition is by mandatory 


| 


The “Turret Top,” 


7 
FISHER 


BUICK .- 


penalties fixed by the state. 

“This, I believe, would have a 
two fold effect. Knowing they 
could not escape their just deserts 
through personal influence or 
political pull, motorists would be 
more careful about obeying regu- 
lations, Besides this, being bound 
by law to impose certain penalties, 
the magistrates would find their 
tasks much easier. With their 
actions prescribed by statutes, 
they would no longer have to fear 
local disfavor. 
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EN long experienced with motor cars now frankly concede 
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Consumption Decreases 


In New York, Nebraska 


New York, Sept. 13 
tion of gasoline in New York 


Consump- 
and 


Nebraska, states which increased | 


their gasoline tax rates early this 
year, has been substantially lower 


since the higher rates became 
effective, it is reported by the 
American Petroleum Industries 
Committee. 


In New York, where the tax 
was raised to four cents per gal- 
lon from three cents on Apr. 1, 
consumption in every subsequent 
month fell below that of the cor- 


responding month of 1934. In 
Nebraska, where the tax was 
raised to five cents from four 
cents per gallon on Mar. 1, con- 


sumption in every month except 
one fell below that of 1934. 

While, for the first six months 
of 1935, New York’s consumption 
shows an increase of 5,370,000 
gallons over the first half of 1934, 
the gain is only seven-tenths of 
1 per cent as compared with 
a nationwide average gain of 3.95 
per cent. 


Nebraska is one of three states 
to show a loss in the first half 
of 1935, consumption declining 4,- 
750,000 gallons, or from 108,468,000 
in the first half of 1934 to 103,- 
718,000 in the first half of 1935. 


Neighboring states reported in- 
creases. Pennsylvania and New 
Jersey, adjacent to New York, 
showed six-month gains in con- 
sumption of 29,764,000 and 19,- 
905,000 gallons, respectively. Kan- 
sas and South Dakota, adjacent to 
Nebraska, reported gains respec- 
tively of 3,065,000 gallons and of 
5,634,000 gallons. 


Since gasoline consumption fig- 
ures are based upon gasoline re- 





ported for tax, it is believed that 
the failure of these states to keep 
pace with the generally higher 
trend of consumption may be 
ascribed to the evasion and avoid- 
ance of taxes, and also to the dis- 
couragement given motor vehicle 
purchases and operation by high- 
er tax rates. New York state’s tax 
authorities already have warned 
municipalities that there has been 
an increase in the purchase 
tax-free gasoline by municipal 
employes, 
be 


of | 





a practice they held to | 
illegal and proposed to stop. | 


It is expected that both in New| 


and Nebraska the year will 
reveal a substantial gain in the 
number of claims for exemption 
from, or refund of, gasoline taxes 
filed by those who find the higher 
tax rate burdensome. 

Motor vehicle’ registrations 
gained proportionately more in 
adjoining states with lower tax 
rates than in either New York or 
Nebraska. It is believed probable 
that another cause of declining 
consumption is the 
gasoline by residents of high-tax 
states in adjacent states with low- 
er tax rates. Since 


York 


purchase of | 


in many | 


states most of the motor vehicles | 


are registered in counties adja- 
cent to the state border, buying 
“over-the-line” is not difficult. 


Wis. Groups Merge 
Green Bay, Wis., Sept. 
Brown County Automotive Assn. 
affiliated itself with the local associa- 
tion of commerce and will be known 


| jobs for a 
13.—The | 
has | 


as the automotive division of the as- | 


sociation. Officers named at a meet- | 
ing held Sept. 4 are James Stathas, 
chairman; Joseph Van Drisse, secre- 


tary, and Elmer Stone, treasurer. 
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THE OPENING OF 
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IN THE GENERAL MOTORS BUILDING 


@ The opening of a Detroit office, mark- 
ing another milestone in CHEK-CHART’s 
record of service, places CHEK-CHART 
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| ceed by 26.4 per cent the 89,374 


4; cent the 63,289 units in the same 


| per cent 


first 36 weeks of 1932. 
























| weeks of the 
| cluding Sept. 


lof 1932. 


total of 2,491 units. 


WANTED 





The above man, Wiley Jones, 
alias Robert Jones, R. W. Jones, 
Robert W. Jones, Robert William 
Jones, C. E. Leon, Monte Cole- 
man, is wanted by the Federal 
Bureau of Investigation of the 
U. S. Department of Justice as a 
fugutive from parole from Leav- 
enworth prison. The Bureau has 
asked the co-operation of A.D.N. 
and all automobile dealers in lo-| 
cating Jones. 


On a number of occasions, the 


bureau charges, Jones obtained 
employment as an _ automobile 
salesman in southern and mid-| 
western states. He holds such | 


short time and then 
disappears, generally embezzling 
an automobile which has been en- 
trusted to him as salesman and | 
leaving a number of bad checks. 
He is said to be a high-pressure 
automobile salesman and to have 
a wide acquaintance with auto- 
mobile dealers throughout the 
South. He apparently makes 
friends easily and is said to be a 
heavy drinker. 

He was employed by the Hamil- 
ton Chevrolet Co., Chattanooga, 
Tenn., on Sept. 4, 1934, and dis- 
appeared Sept. 10, 1934, embezzling | 
an automobile and cashing a $100 
check obtained from payment | on 


Chrysler Sales 
By Dealers Reach 
144,923 to Date 


Sept. 13—In the 36] 
current year, in- 
7, Chrysler dealers 
at retail a total of 
Plymouths 9 and . 31,985 
Chryslers, a grand total of 144,- 
923 units, according to figures 
released by J. W. Frazer, vice- 
president of the Chrysler Sales 
Division of the Chrysler Corp. 
These figures are far ahead of 
those for the three preceding 
years. Plymouth deliveries ex- 


Detroit, 


delivered 
112,938 


units delivered in the correspond- 
ing 36 weeks of 1934, by 78.4 per 
of 1933 and by 253.7 
the 31,926 units deli- 
vered in the corresponding period 


period 


Chrysler gains are 72.2 per cent 
over the 18,578 units delivered in 
the corresponding period of 1934, 

5 per cent over the 20,182 units 
delivered in the corresponding 
period of 1933 and 59.9 per cent 
over the 19,997 delivered in the 


The overall picture shows gains 
for the combined lines of 34.2 
per cent over the 107,952 units 
delivered in the first 36 weeks 
of 1934, of 73.6 per cent over the 
83,471 units delivered in the same 
period of 1933 and 179.1 per cent 


over the 51,923 units delivered in | 
the same period of 1932. 
In the week ending Sept. 7, 


retail deliveries reported by Chrys- | 
ler dealers were 1,950 Plymouths | 
and 541 Chryslers, or a grand | 





| tained 


Chicago Tras 


Group | Okays The 
Red, Blue Book 


Chicago, Sept. 13.—Directors 
of the Chicago Automobile Trade 
Assn. have voted their endorse- 
ment of the Blue Book and Red 
Book, published by the National 
Used Car Market Report, Inc., 
it was announced this week. 

Commenting upon the action, 
Thomas J. Hay, president of the 
Blue Book and Red Book organi- 
with similar stands taken by 
zation, stated that it is in line 
numerous other national and 
local associations, including auto- 
mobile dealer, finance and in- 
surance groups. 

“Our policy during 25 years of 
publication experience,” declared 
Hay, “has been to work in close 
harmony with dealers, encoura- 
ging them to cut down used car 


a truck. The car was later found 
abandoned at San Antonio. 
The bureau submits this modus 


operandi for the benefit of dealers| losses which often have raised 
who may note someone operating | havoc with their operations. 
in the same manner and answer- “We are firmly convinced it 


is best to quote values that give 
the dealer the profit to which he 
is rightly entitled when he buys a 
used car. 


ing to the following description: 
Age, 43; height, 5 feet, 9% in.; 
weight, 186; build, medium; hair, 
medium blond; eyes, azure med- | 


ium; teeth, two front teeth gold “Our approach to the problem 
crowned; complexion, ruddy;|is fundamentally unchanged, but 
scars, vertical scar of one inch,| our policy has been to progress in 


one inch to rear of outer edge of 
left brow; occupation, automobile 
salesman. 

Jones was on parole from a 
sentence to Leavenworth prison 
for violation of the National Mo- 
tor Vehicle Theft Act. 

He is believed to be traveling|Paekard Sales Total 
with Edith Lancaster, who is de- 2 FO™ Cane: ‘ 
ousthad aa Sema 3,795 Cars in August 

Age, 23; height, 5 feet, 4 inches; Detroit, Sept. 13.—Packard Mo- 
weight, 110; hair, black; eyes,| tor Car Co. in August delivered 
brown; complexion, light; nation- | at retail 3,150 small Packard pas- 
ality, American; occupation, wait- | senger cars and 645 of its larger 
ress. vehicles, according to official an- 

The Bureau asks that dealers| nouncement today. The increase 
noting anyone answering this de-| in sales of the large Packard over 
scription notify the nearest office | August, 1934, was 17 per cent. 
of the Department of Justice or| The small car was not in produc- 
consult their local police depart-| tion a year ago. 
ment. Further identification and In the first eight months, retail 
finger print classification is con-| sales of Packard cars totaled 
in the Bureau identifica- | 25,641, as against 4,278 in the like 
tion order No. 1144-A. period of 1934. 


many important ways, principally 
through assembling data and 
expanding our scopes of value and 
service in all factors of the used 
car question.” 
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Insurance Man Brands 


3 Cars Out of 4 Defective 


Portland, Ore., Sept. 13.—Three 
out of four cars operating on the 
streets and highways today have 
defective parts which increase the 
hazards of driving, it is claimed. 

This fact was brought out re- 
cently by John Sturm, president 
of the Oregon Insurance Agent’s 
Assn. Sturm derived his figures, 
he said, from a report by the Na- 
tional Bureau of Casualty and 
Surety Underwriters following an 
analysis of records produced dur- 
ing 42 statewide motor vehicle in- 
spection campaigns in which 
more than 22,000,000 vehicles were 
examined. 

One of the most important 
factors in overcoming this condi- 
tion, Sturm added, is to make 
programs for maintaining cars in 
safe operating condition, effective. 
He contributes the following sug- 
gestions: 

“No matter how good, how care- 
ful, or how law-abiding the in- 
dividual driver may be if he 
chooses to drive a vehicle which 
is defective in some important 
part, he is dangerously vulnerable 
in an emergency. 

Unnecessary Accidents 

“Though statistics seem to in- 
dicate that defective cars are 
responsible for less than 15 per 
cent of all accidents, it is obvious 
that the total of 15 per cent repre- 
sents mishaps which are entirely 
unnecessary, It is true also that 
wrecked cars like dead men “tell 
no tales” and owners are ex- 
tremely loathe to admit that they 
have been negligent in the matter 
of providing proper lighting, 
proper braking facilities or other 
safety devices. 

“In other words, the number of 
accidents that are frankly admit- 
ted to be the result of defective 
equipment may represent only a 
small portion of the real total 
attributable to such a cause. 

“Human nature is constructed 
on such a pattern that the only 
way we can be sure that all 
vehicles will be maintained in 
safe operating condition is by 
having the individual states con- 
duct voluntary or compulsory in- 
spection at regular intervals. In 
practice, compulsory legislation of 
this kind has proved to be the 
most effective. 


“In the past few years, 12 states 
have conducted 42 separate in- 
spection campaigns; Pennsylvania 
has supervised seven; New York, 
one; New Jersey, two; Massachu- 
setts, seven; Maryland, six; Vir- 
ginia, four; New Hampshire, five; 
Delaware, five; Maine, two; and 
Vermont, Tennessee and Rhode 
Island one each.” 


Mandatory in Eight States 


Originally the campaigns were 
initiated as a voluntary measure 
by proclamation of the governor, 
Sturm said. Now, however, eight 
states have made them manda- 
tory by statutes. Pennsylvania, 
New Hampshire, Virginia and 
Maine conduct two inspections a 
year; Delaware, Massachusetts 
and Maryland conduct one inspec- 
tion annually, and New Jersey as 
often as the governor sees fit to 
proclaim them, he added. 

“When the National Bureau 
analyzed the 42 statewide inspec- 
tions already mentioned it was 
discovered that defective equip- 
ment about the same for each 
state was the average. The ma- 
jority of drivers seem to have 
neglected precautions on about 
the same ratio and along the same 
line,” Sturm said. 

“In Pennsylvania, for example, 
1,413,317 automobiles were in- 
spected in a Fall campaign and of 
these 1,054,430 were found to have 
defects requiring elimination 
either by repair or replacement— 
a total of 74.7 per cent. It must be 
noted that no structural defects 
were found, indicating that as far 
as manufacture was concerned the 








the factory as| 
ingenuity could 


cars came from 
safe as human 
make them. 

“Outstanding among all defects 
discovered were brakes and 
lights. Defective brakes were 
found in 39.3 per cent of all cars 
examined—more than 555,000 cars 
inspected showed deficiency in 
this most important essential of | 
the modern automobile. Less | 
attention appeared to have been 
given to headlights than to any | 
other feature of equipment, and | 
the inspectors revealed that 70 | 
per cent of all cars could not pass 
headlight tests, 

Tires in Bad Shape 

“Other defects discovered were 
that 50.6 per cent of all tires 
Horns 


varied from fair to poor. 







| not right; 








condition; 98.5 per cent of them 
being marked O.K. Of the wind- 
shield wipers, 4.1 per cent were 
8.1 per cent of the 
steering mechanisms were out of 
order—114,478 cars showing bad 
steering gears. Less than 1 per | 


inspected were, as a rule, in good 


cent of the rear vision mirrors | 
inspected showed any defects. 

In Memphis, Tenn, and other | 
cities it has been shown that 
compulsory motor vehicle inspec- 
tion campaigns will pay for them- 
selves, Sturm declared. 

Under proper management, the 
total cost of inspecting cars is 
more than covered by the inspec- 
tion fees charged. Memphis with 
approximately 45,000 cars regis- 
tered, had a safety inspection set- 
up costing $6,500 and a month- | 
ly payroll of $2,130. On the basis 
of two inspections per year at | 

| 
| 


50 cents each, the revenue would 
be $45,000 or thereabouts per 
year and the expense slightly less. | 
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On the basis of three or four 
inspections per year, instead of 
two, in Memphis, for example, 
the equipment cost would remain 
constant and most of the month- 
ly salary expense would remain 
constant so that the rate of in- 
crease in revenue from fees would 
exceed the rate of increase in 


| operating costs, he asserted. 


Memphis Cuts Rate 

“Figures of Clifford Davis, vice- 
mayor of Memphis, show that 
while motor vehicle accident 
deaths were increasing 16 per 
cent throughout the nation in 
1934, Memphis reduced its death 
rate by 14 per cent through com- 
pulsory inspection. If the entire 
country had done as well as Mem- 


Calls For Effective Safety Inspection L 








| 


aws 


every fatal accident, and about 30 
property damage accidents to 
every fatal accident. 

“On this basis,” Sturm conclud- 
ed, “Memphis inspections saved 
that city $350,000 from 1933 acci- 
dent loss, and $750,000 from what 
it might have been if Memphis 
deaths had gone up 16 per cent 


|as the rest of the country’s did. 


phis last year, about 10,000 lives | 


would have been saved. 

“The National Safety council 
estimates that every traffic death 
means an economic loss of $50,000 
to the community, figuring seven 
non-fatal injury accidents to 
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MODERN 


At a cost of $1.00 to each motorist 
(total $45,000) Memphis saved 
approximately $3.00 for every 
man, woman and child in the city. 
You will admit that these records 
are most convincing as to ‘The 
Benefits of Compulsory Motor 
Vehicle Inspection.’ ” 


Progress Progresses 


Vancouver, B. C., Sept. 13.—To 
accommodate the new stream line 
ears, British Columbia automobile 
license plates will be reduced in 


length next year from 13% to 11% 
inches, the Motor License branch at 
Victoria announced recently. 
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Six-Months’ Registrations Have Interesting Angles 


Geographical Br Breakdown 
Shows Best Sales Areas 


o. M. LUBECK 


By E. M 

Detroit, Sept. 13.—Checking over 
the 1935 six-months’ registration 
figures as shown in the geograph- 
ical analysis on page three of 
ADN Pink sheet edition of Aug. 
15, the sales manager and the 
factory district representatives, as 
well as the dealer, will find sta- 
tistics which show just where 
passenger car sales are to be had 
in volume and where the sales 
can be obtained for the balance 
of the year. 

Breaking down the total regis- 
trations of 1,461,490 for the first 
six months of the year an in- 
crease of 466,385, or a gain of 47 
per cent over the 1934 figures, it 
is possible to show just what 
states have developed volume by 
states. Using slide rule methods 
on the basis of a number of deal- 
ers it can be determined just 
what sections of the country offer 
increased sales and profit possi- 
bilities for dealers now in busi- 
ness, or for any one contemplat- 
ing entering the automobile busi- 
ness. The mathematical ratio of 
registrations against populations 


of various sections still holds 
good. 
From the figures shown in 


ADN the best results and profit 
possibilities are in the heavily 
populated geographical sections. 
For example, in the middle At- 
lantic states, the total registra- 
tion figures were 288,350, the three 
states averaging 96,116 cars each. 
The increase for the three states 
of New York, Pennsylvania and 
New Jersey being 35 per cent, in- 
dicating that each dealer must be 
doing business on the same ratio 
of increase, although it will be 
shown in the table below that in 
New Jersey the rate of increase 
is better than 45 per cent. 


Jumping across country to the 
East North Central States, which 
group is made up of Ohio, Illinois, 
Indiana, Michigan and Wiscon- 
sin, we find that here is another 
ease of population, which, in the 
six months, registered a total of 
389,817 cars, as compared with 
241,442 for a gain of 148,375, or 
an increase of 61.4 per cent over 
last year’s business. The average 
sales per state exceeds that of the 
Middle Atlantic group. Each 
state’s sales averages 77,963, in- 
dicating that here are profit pos- 
sibilities for the prospective 
dealer and a field which sales- 
managers and district represen- 
tatives can well afford to culti- 
vate. 

The three Pacific coast states 
of Washington, Oregon and Cali- 
fornia show an increase of 74.1 
per cent over last year, the total 
registrations being 130,256 for the 
six months and a gain of 74,841 
over the 1934 period. It will be 
noted that the volume is lower 
but it is apparent that business is 
better because individually Cali- 
fornia shows as of June 30 an in- 
crease for the year equal to 74 
per cent, Oregon 81 per cent and 
Washington 65 per cent. 

The West North Central states 
show an increase of 59.4 per cent. 
Buried in the figures one sees 
again after many years that Iowa 
is coming to the front for the 
official gain this year is the 
largest in a long time. The gain 
in Iowa is 76 per cent, while 
North Dakuta shows 69.1 per cent 
improvement and South Dakota 
has given the dealers better sales 
opportunities by increasing sales 
to the extent of 115 per cent, al- 
though the volume per dealer is 
still handicapped by the absence 
of people and houses. The aver- 
age per state in this group of 
seven states is 24,448. 

In the New England states 
group the average per state is 
15,946 cars and the group increase 
is 25.5 per cent. In the South At- 
lantic group the average per state 
for the six months is 16,929 cars, 
the increase for the group being 


36.9, with the states of North! 












































Carolina with 35 per cent in- 
crease, Maryland with 68 per cent 
gain and the District of Colum- 
bia with 58 per cent, leading this 
group. In the West South Cen- 
tral group, again the dealers work 
in the wide open spaces, with few 
people and few houses. The gain 
for the group is only 29.4 per cent 
and the four states average 29,- 
967 cars, the volume being down 
in line with population figures. 
The Mountain States group, from 
a percentage standpoint, rate 
higher than usual, the figures be- 
ing 57.6 per cent, while the aver- 
age sales per state equals only 
6,145 cars. Montana shows 100 
per cent increase, however. Idaho 
did almost as well, but the in- 
crease average was reduced by 
the lower increases of the rest of 
the group. 

The dealer angle of the figures 
affords an _ interesting study. 
Based on the generally accepted 
figures of 39,000 dealers in the 
country and 1,461,940 cars regis- 
tered, the dealers have averaged 
for the first six months 37% cars 
per dealer. If the sales and regis- 
tration rates continue it appears 
that the 39,000 dealers will all sell 
75 cars each for 1935. This will 
then show approximately 2,900,- 
000 cars for the year on the pres- 
ent basis but it is generally con- 
















appropriate to its subject matter. 


sidered that the two months of 
November and December follow- 
ing the New York and other 


shows 


volume of business if the facto- 
ries are prepared to make deliver- 
ies which will bring the 1935 sales 
well over the three million mark 
and show the biggest year since 
1929. This will then increase the 
dealer average considerably. 

It should be borne 
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The New NSPA Motto 





RPS a ie ea gen 


ARE GENUINE’ 





W! SUBSCRIBE to the creed that “All Honest Parts Are Genuine”. 


business is founded on a reputation for honest service and honest mer- 


WE ARE MEMBERS OF 


NATIONAL STANDARD PARTS ASS’N 
BOSONS 


All jobber members of National Standard Parts Assn. have been 
supplied with the sign illustrated above for display in their stores. 
The actual sign is 24 x 36 inches and presents a quality appearance 
Lettering is in black and red on a 
cream background with a green border and a black frame. 








however, 


scheduled may develop a 
years, 


per year. 


in mind,/ 13,000 dealers 


wee WL Mest Senn ee 
“ALL HONEST PARTS 


ee Our 


chandise. @ @ Our continued success, so closely related to your own, is de- 
pendent upon the maintenance of this reputation. ¢ @ The lines on our shelves, 
‘ in anticipation of your needs, are the finest we can buy. They are made to the 


most exacting specifications by leading manufacturers, a great many of whose 
products are also sold to the car and truck makers. @ @ We stake our future on 


the firm belief that quality is king and we solicit your business on this basis. 











that the figures per 
dealer should be based on what 
the dealers actually have done in 
the way of sales for the past 10 
and therefore allowances 
have to be made for the dealers 
who sell only a few cars per year. 
It is estimated by sales authori- 
ties that at least one-third of the 
dealers do not sell over 10 cars 
On this basis there are 
in that bracket, 


which leaves 26,000 dealers doing 
the better selling jobs, and indi- 
cates that the 13,000 dealers who 
are in the minority in numbers 
and in volume of business done 
sold only 5 cars each in the first 
six months, or account for only 
65,000 cars. This leaves the sell- 
ing of 1,396,940 cars to the other 
26,000 dealers and give them an 
average of 53 cars each for the 
six months campaign. This, then, 
also boosts the general average 
from 37% to 53 cars and increases 
the gross profit by the sales of 
the additional 16 automobiles. 


The mathematics of this is seen 


+ in the case of the Middle Atlantic 


states. The total sales were 288,- 
350 cars. On the basis of all the 
dealers participating in these 


sales, then, there were 7,700 deal- 
ers in the field fighting for busi- 
ness. If one-third of this dealer 
organization were taken out then 
approximately 2,500 dealers sold 5 
cars each, or a total of 12,500 
automobiles. The other 5,200 deal- 
ers sold the difference between 
288,350 cars and 12,500, for a total 
of 265,850, which gives these deal- 
ers an average of about 51 cars 
per dealer and points the way for 
102 cars for the year, which, ac- 
cording to the percentage of in- 
crease in business shown in the 
states group, is an increase of 35.5 
per cent over their last year’s 
business. The increase, however, 
is for the first six months only. 
These dealers may show a still 


(Continued on Next Page) 


NEW PASSENGER CAR REGISTRA 


Figures supplied by R. L. Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List Co., and 
Metropolitan New York area which are compiled by Sherlock & Arnold. 


GENERAL MOTORS GROUP 


CHRYSLER GROUP 


Chrysler 





FORD GROUP 














De Soto 
Dodge 
Plymouth 




















Buick 


Cadillac 











Chevrolet 

LaSalle 

Oldsmo- 
bile 





























































































Total, 3 States 35 35 19 154, 502, 710] 1231 2} 1233 46 1517 4 153} 165) 1886 
for August 34 43 9) 90) 512) 654 970) 1 971 56| 1252| 1| 95, 99] 1505 
North Carolina "35 | 57 30 181 727; 995] 1475 2| 14774 92 1835 8, 173 190} 2299 
34 | 54 21 125 902} 1102 1143} 3) 1146] 75 1533 3} 102 131| 1844 
West Virginia 35 28 28 125, 446) 627 457 1 458 20 1 621 7 «112 86, 847 
"34 38 22 115 625 800 626 1 627 57 760 1 114 70) 1005 
Wisconsin 35 | 75 49° 397, 850) 1371 1555 1555 83 4, 1849 25} 323) 355! 2639 
34 | 57 27 203 696 983 1298 1; 1299 123 t! 1313 6} 211; 181] 1838 
ase a mal ee an 
Arkansas 35 | 15 4 77| 272; 368] 537 | 5371 19 606 4 52 93| 774 
34] 12| 4 $2 191 249 | 389 | 389 | 18| | 495] 1| 24 24 562 
Georgia 35 47 23 155, 521 746| 1410 1410 51 1; 1326 138 134| 1662 
34 57 10 86 186 639 777| 4 781 79| 6| 1064 4 110 97| 1364 
Idaho 35 19 10 69 161 259 259) 259 14) 1 353} 3 41 46, 458 
B4 10} 7| 38 156} 211 273 | 278 26) 2} 279) 1] 22| 26 356 
Louisiana 35 | 23; 10; 128; 252; 413 880 1; 881 41) 1 881) 4| 85 84, 1096 
34] 20| 8| 87| 383) 498 840} 2] 842 31| 2) -882| 3] 66 34} 1018 
Missouri 35 84 49| 352; 900) 1385] 1733 3} 17364 #140 2| 2266) 25, 345! 327| 3105 
34 72] 36| 189 827| 1124 1404| 8} 1412] 151!) 8| 1693) 8| 265 175} 2300 
South Dakota 35 | 9| 17| 55, 205) 286 346) 346 | 434| 47 43| 548 
34] 9) 3 36) 114) 162 219) 2191 21) | 313] 1| 30 23| 388 
Utah "351 15 106) 174 314] 329) 329 | 10 2) 296) 3| 48| 433 
34] 5) 39) 114] 167f 203} 2] 205 17| 203) | 292) 19] 261 
Virginia 35 40 41; 210| 614, 905] 1116) 3} 1119 81| 7} 1252| 7| 106! 173! 1626 
34 43 16] 140] 623) 822 177| 4) 1181 4| 1328! 9 80 116 j 
Total, 14 States 295| 2009 5624) 8379] 11328) 12! 620| 21) 13236 103) 1649 
for August 34] 424 168) 1190] 5629] 7411] 9319) 26) 9345 738| 28] 11115) 45| 1141] 995] 14062 























CHRYSLER GROUP 











NEW PASSENGER CAR REGISTRA 


FORD GROUP 
































GENERAL MOTORS GROUP 
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MONTH e = 2 

3 n s 

<= © ° 

Oo 4 e 
January 35 1924! 1261| 8978) 24873| 37036] 46306 46421 4240; 297| 26549) 369) 4453) 5864| 41772 
2k 34] 450) 500] 3960] 9679] 14589] 25828) 112| 25940 2738| 183) 7223 69} 557} 2363] 13133 
February >  *35] 1458) 11352| 26886| 42342] 64957| 113) 65070] 3651) 316) 29536| 404/ 9220) 8737| 51864 
"34 255 284) 5990| 16684] 23213] 28810) 137| 28947 8205} 382] 24851 32} 1749| 4206] 34425 
March | - °35| 4283| 2583) 17506) 34615| 58987] 94986| 142| 95128] 5393| 433| 55733| 500| 14755| 13449] 90263 
"84 1879| 866] 9657] 30918] 43320] 46200] 178] 46378 4962| 516] 50796] 153] 4602] 7259] 68288 
°35' 5204 3084! 20302) 42707 192|105671 6952) 541) 75083] 1379! 17661] 16038|/117654 
‘B41 3529! 1381] 11527] 34295) 50732] 61986] 236] 62222 6453| 672] 63501 782} 8916| 9612] 89936 
May ’35] 5217; 2957) 20092) 43713] 71979 213| 93680] 7082! 549) 59209) 1593) 17930) 16058/102421 
34 3713] 1457 9058! 33291| 47519] 68051) 223! 68274 5310! 683! 57795 962} 9331| 9237] 83318 
June 35 4778) 2917| 18693) 40263| 66651] 83273! 159) 83432] 6758, 529) 66054| 1403} 16421| 14978/106143 
34 3228| 1146 9220) 34118] 47712} 64405] 175] 64580f 8309) 499] 64580 762| 9190} 9031] 92371 
July °351 4542) 3057) 18951| 40674) 67224] 83203! 129) 833321 6700 457| 71226) 1101| 15632! 15208|110324 
341 3257/ 1372! 10031] 38289] 52949] 63205] 160] 633651 7951! 400] 67026) 593] 9197| 8618] 93785 
Total, 14 States 351 451 295 2009) 5624! 83791 11328) 12) 11340] 620 21! 13236 103} 1649! 1744| 17373 
for August 341 424 168! 1190! 5629) 7411] 9319) 26) 9345] 738} 28] 11115] 45| 1141] 995] 14062 
Total to Date 7351 29045 17612/117883 259355'4238951582999 1075584074] 41396) 3143/396626| 6852) 97721| 92076/637814 
34] 16735! 7174| 60633/20290.,}287445 | 367804| 1247|369051 | 39666) 3363,346887| 3398] 44683| 51321/489318 
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Geographical Breakdown Aids Dealer Plot Course 


Business Possibilities 


Shown in Sales Table 


(Continued from Page 24) 


further increase before the year is 
over. 

Applying this same slide rule, it 
can be shown that the agricul- 
tural and industrial states offer 
the best sales opportunities. In 
the East North Central group of 
states the total registrations were 
889,817. On the 37%-cars-per- 
dealer average, these cars were 
sold by 10,395 dealers, showing 
that sales managers and district 
men have studied the potentiali- 
ties of this group as the average 
number of sales outlets per state 
is larger than any other section. 
Using the figures of one-third of 
these outlets selling 10 cars each 
per year there are then 3,465 
dealers who sold only five cars 
each for a total of 17,325 cars, 
while 6,930 dealers sold 53 cars 
each. Similarly each state may 
be broken down by sales by deal- 
ers and the prospective dealer 


who can work his sharpened pen- | 


cil can easily determine for him- 
self just where the most profit 
will be. 

Based on volume figures for the 
first six months, the dealers can 
determine for themselves what 
the business possibilities are by 
the following table. The 12 states 
shown have people and houses 
(more population, plus more pos- 
sible wealth per capita than any 


of the other states), and mathe- 
matically give the best clue to 








business potentialities. The states 
are given in order of volume for 
the first six months: 

State Total Sales Position 
WT pisircsiccaseseys 133,737 1 
Pennsylvania . 104,608 2 
Michigan ... 99,531 3 
California .. 99,526 4 
PIE ‘oscyesavercenciens 99,422 5 
MMe crocs exsieneccews 99,287 6 
MUD. Vcccceecucureceeeveee 70,237 7 
EGE. cccecsecsceccessens 51,950 s 
Massachusetts .........e005 51,586 9 
PT. 42.0580 6500000.008 50,005 10 
PENG cece vscccscncvsone 43,825 ll 
_ ss veer ere reer rey 40,627 12 

Comparing population with all 
cars registered in each state plus 


new cars sold this year the dealer 
can do some crystal gazing and 
chart his future course in the 
automobile business. To the pros- 
pective dealer there is another 
point to be considered, namely, 
how many cars are actually regis- 
tered in each of the above better 
opportunity states. While the 
1934 figures have as yet not been 
released by the U. S. Bureau of 
Public Roads the 1933 figures will 
come close to showing the number 
of cars on the roads and as they 
are figures two years old the 
trade-in possibilities may also be 
read in them. The same 12 states 
are shown by total registration 
volume. 











State Total Cars 1933 Position 
HOW DORR cecccsccvcceves 1,942,249 1 
COMUFOPMIA accccreccvvece 1,738,720 2 
Pennsylvania ..........+ 1,415,522 3 
GUO acccrccccccccevceee 1,396,125 4 
BURNS. ccccccescceccsece 1,276,864 5 
BORA crccccsscscsvveses 1,013,086 6 
PRNCUMOM coccccvccvcsces 955,570 7 
New Jersey ........ 8 
Massachusetts 9 
TRGIAMA ceccccccecs 653, 710 10 
BEIMMOUTE. co cccccccecsenes 594,567 11 
WISCONSIN § .ncccssscveses 566.450 12 


The total state figures have been 
very nearly constant for the past 
six years with the exception of 
Michigan, which in 1933 dropped 
because of the tremendous num- 
ber of cars not licensed that year. 
However, Michigan’s jump into 
third position in registrations in 
1935 will make it appear that 
Michigan is another one of those 
states in which the dealer has a 
fertile field for sales. 

Another factor to be considered 
is the position of these same states 
in point of percentage of increase 
in business over last year and the 
amount of increase. This figure 
will show the dealer where there 
are new possibilities for the last 
half of the year. 


Volume and 
Per Cent of Gain Position 


State Over 1933 
Indiana .........+. 51,950 100% 1 
Wisconsin ......... 40,627 91 2 
ERIMOIS ccc ccccsece 99,422 78 3 
Califormia .......+. 99,526 74 4 
GRID cccsvococccece 99,287 45 5 
New Jersey ........ 50,005 45 5 
Michigan ........5- 99,531 42 6 
Pennsylvania ...... 104,608 35 7 
POO TOE. cccvesvee 133,737 33 8 
PESPOUTE ccc ccsces 43,825 32 9 
TORS coccscecceece 70,237 28 10 
Massachusetts ..... 51,586 20 11 


Note that Ohio and New Jersey 
in spite of the difference in volume 
figures are tied in the percentage 
of increase over 1934. 


TIONS 14 STATES FOR AUG., 1935-1934 


Complete cumulative figures will appear each week until all 48 states or completed United States totals for the months have been printed. 
States 








previously shown include Delaware, 


HUDSON GROUP 






North Dakota and 











NASH GROUP 


South Carolina. 













NON-AFFILIATED GROUP 


New Brake 





The heart of the Linderman brake 


is in this new multi-stage dia- 

phragm which provides a new) 

means of converting pressure 
into motion. 


Visit San Diego 
Omaha, Neb., Sept. 13.—A group 


of nine Ford dealers and salesmen 
in the Omaha Ford branch territory 


was awarded a trip to California to 
see the Ford exhibit at the San 
Diego exposition. The nine men 
produced the greatest percentage 


increase in sales among competition 
in the Omaha zone, D. M. Brown, 
zone manager, announced. 
































L 
cod 
- 
a o c 
STATES ‘ e 9 > 2 5 
ee v be 4 $ = 
om = « o ° 5s 
= = - = KB < | 
Total, 3 States 92 4 5 4064 | 
for August 34 21| 82 ‘ 4| 8 2: ‘ 3310 
North Carolina "35 | 77 24, 101 17 5 22 4 16 2) 36 1 37 13 5003 
34] 94 22 116 14 2 16 6 14 5 5 36 12 2 1304 
West Virginia "35 | 30 10 40 | 13 21 34] 1 13 8 30 1 6 36 3 | 2104 
341 54 14 6s] 12 15 27 | 1 18 9 (i l 10 15, 5 2] 2624 
Wisconsin 351 128 39° 1671 192 107; 299 6 29 19, 88 17 73 4 | 6267 
"34 | 78 34 112] 90 17 137 2 21) 17 9 5 5 77 2 1] 1508 
Arkansas 735 | 23 7 30] 3 7 10 1 6 14 | 1740 
34] 14 l 15] 1 1 2 l 1 s l | 1228 
Georgia 35 | 48 14 62 | 23 8 31 7 2 4 48 39 16 1] 4028 
341 14 23 67] 13 8 21 s 6 11 9 2 3 60 35 i] 3007 
Idaho 35 | 20 6 261 7 11 " 2 15 5 2 1 43, 4 1 1092 
341 17 (i 23] 2 2 4 1 1 l 30 5 1] 912 
Louisiana "35 | 25 8 33 28 16 44 1 3 20 1 35 12 1] 2540 
34 | 15 1 19 24 15 39 | 2) al} 6 3 1 34 11 2] 2476 
Missouri 35 | 93 23) «116 ] 53 37 90 2 0 8 82 4 2 75 7 | 6642 
B41 60 37 97 | 34 23) 57 10 26 5 21 1 3 98 5 | 5162 
South Dakota "35 | 34 9 431 18 17 351 1 9 2 32 1 ] 1304 
34 | 23 s 31] 9 1 13] 1 1 1 14 I | 834 
Utah 35 | 16 9 251 15 17 321 1 19 3) 21 2 19 7 | 1205 
341 16 13 29] 10 ~ 1s] 2 8 l 1 23 | 715 
Virginia "35 | 58 18 76] 12 6 18 5 20 13| 57 3 4 29 8 | 3883 
34] 71 27 9s] 11) 11 22 1 23 5 6 { 32 6 3] 3827 
Total, 14 States 35] 628 183) 811 402) 266, 668 33, 152) 76 445 8 37 459 88 31 39872 
for August 34 | 547| 210) 757 2341 140] 874 43] 125] 77 68 13 31 186! 102 13] = 32907 


























TIONS REPORTED TO DATE 735-34 








HUDSON GROUP 







































e 

= 

MONTH 2 

; 
January 35 3010} 1317| 4327 851 1684] 486| 596) 552) 431! 50) 
"34 797| (122) 919 1468 1468] 434) 453) 292) 349] 99) 
February "35 3269! 1264! 4533 810, 803 1613] 423) 900| 440) 348) 39) 
34 1805| 767| 2572 31| 946] 977) 232! 639] 256] 299] 98! 
March "35 4589) 1844; 6433] 1216) 1212) 2428] 482) 1323) 795 59) 
"84 4153] 2223) 6376 167} 1418 uses is 1173} 317| 421) 1444 
April "35 6156) 2544; 8700] 1917| 1748 1891| 947; 3236, 75) 
84 5810| 3169| 8979 250} 1501 1781 ov3 1838} 516! 646! 189) 
May "35 6113; 2486) 8599] 1684) 1593) 3277] 561| 1838! 877| 3964) 75 
"B4 5447| 2703] 8150 978! 1738] 2716] 598! 1537| 656] 516) 211) 
June 35 5704; 2192) 7896] 1264) 2144) 3408] 495) 1728) 724! 4313) 80 
34 4663) 1998! 6661] 1361) 1343| 2704] 477| 1291| 670! 582| 193! 
July "351 «= 5454) 2081 7535] 1872, 2081 3953] 522| 1763; 727 4259, 87 
341 4209| 1930) 6139] 1410] 1216] 2626] 602] 1532) 694) 841) 220 
Total, 14 States 35] 628) 183) 811 402} 266) 668 33, 152) 76, 445 8 
for August 34 | 547| 210| 757 234, 140) 374 43} 125) 77| ~=«68 13 
Total to Date 35 | 34923| 13911) 48834] 10016 — 20696] 3566| 10191! 5138/17924 473 
84] 27431] 13122] 40553] 4431| 9770) 14201] 2945| 8588] 3478] 3715| 1167) 
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228| 2677 136635 | 
208} 2242) 506] 6 __ 61242 | 
2123 oT 89] 170615 | 

222} 2228] 355| 431 94887 
317| 3304; 974 56] 261477 
222) 4164) 325! 388 173287 
411; 4527; 952); 62] 319652 
261; 4891! 415] 301] 223050) 
418| 4479; 981; 52] 293201 
519] 4142! 822) 247] 219225 
411 3966) 1062 51] 280360 
166! 5233! 780! 1441 223864 
365 3913) 1157 34] 285195 
167! 4748! 946) 92] 229006 
37, 459 88 31 39872 
31] 486) 102 13] 32907 | 
2381| 25448 6118| 455] 1787007. 
2396] 28134! 4251] 2226] 1257468 | 
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Many Features 
Claimed for New 
Brake System 


Detroit, Sept. 13.—A new brak- 
ing system operated by either 
hydraulic or air pressure is an- 
nounced by Linderman Devices. 
This new system provides direct 
actuation of brake shoes, without 
the use of pistons or mechanical 


linkage, elimination of servo or 
self-aligning shoes, and a new 
method of converting pressure 


into motion. 

In spite of the elimination of 
servo or self-energizing action, 
the new brake, which is available 
in any size or capacity for trucks, 
cars, buses and trailers, is said 
to have a _ considerably higher 
braking capacity for a_ given 
drum size than _ conventional 
brakes together with a much 
lower line pressure, resulting in 
softer pedal action. 

This is attributable to a num- 
ber of reasons, among which are: 


1. Use is made of the maximum 
area available inside the drum 
for braking. 

2. The entire area of the lining 
on each shoe is effective, since 
the shoes are floated radially out- 
ward to the drum and are self- 
aligning, taking care automati- 
cally of any eccentricity or dis- 
tortion. 

3. The elimination of servo or 
self - energizing action, which 
means the elimination of high 
localized pressures, permits the 
use of a high co-efficient of fric- 
tion lining, while safeguarding 
against localized lining wear and 


| drum scoring. 


The elimination of mechanical 
linkage, etc., at the wheels and 
the elimination of uncontrollable 


| servo action is said to provide the 


Linderman brake with built-in 
equalization not only to the wheels 


as in conventional brakes, but 
directly to all brake shoes. 
Greater safety at high road 


speeds and with heavy loads are 
said to result from these char- 
acteristics. Tests of installations 
by many fleet operators are 
claimed to have demonstrated 
that the brake action with the 
new brakes remain uniform and 
reliable throughout the speed and 
load range. 





IV ENNSYLVANIA 
AIRLINES 


AND TRANSPORT COMPANY 


Fy 
CLEVELAND 
AKRON 
PITTSBURGH 
WASHINGTON 
NEW YORK 





ALL METAL BOEINGS 


Years Airline 
Operating Experience 


75,000 Air Travelers Can’t Be 
Wrong 





DEPARTING DETROIT: 
A. M.—7:50, 10:45 


P. M.—1:50, 4:10, 5:30, 6:45, 8:35 





For Reservations 
Phone 


PINGREE 6600 





Heavy Buying, Price 


Shares Dominate 
Market; Parts 
Make New Highs 
By C. J. ALEXANDER 


New York, Sept. 13. Motor 
shares were heavily bought again 


this week, activity in this group | 


dominating the market at several 
stages. Price advances were the 
sharpest for any week since the 
market turned upward six months 
ago and losses among the automo- 
tive issues were largely fractional 
in the reaction on Thursday. Some 
parts and accessory shares were 
not halted by the selling wave 
and went on to register new highs. 


Automotive Daily News stock 
price averages for the week ended 
Wednesday, Sept. 11, compared as 
follows with the week preceding 
and the like period of last year: 
This Year 
Week Change Ago 
32.80 Tt 19.59 
34.39 +-2.74 20.40 
10 Parts-accessories 29.09 32.08 2.99 
4 Tire-rubbers .... 14.44 15.48 +1.04 


Made New Highs 


The averages made new highs 
for the year, with the exception of 
the tire and rubber group. The 
gains over the preceding week 
were the sharpest for any week 
since the price recovery of the 
recent months got under way, 
again with the exception of the 
tire group, where there still is a 
tendency to lag behind the gen- 
eral market. 


Among automotive stocks es- 
tablishing new high prices for the 
year during the week covered by 
the averages were Auburn, Ben- 
dix, Borg-Warner, Briggs, E. G. 
Budd, Budd Wheel, Chrysler, Col- 
lins & Aikman, Eaton, Electric 
Auto-Lite, General Motors, Hud- 
son, Midland Steel, Motor Prod- 
ucts, Murray, Reynolds Spring, 
Studebaker and Timken Roller 
Bearing. 

About $240,000,000 was added to 
the market value of the 24 stocks 
making up the ADN averages in 
the week ended Wednesday. The 
market valuation of General Mo- 
tors stock crossed the $2,000,000,- 
000 mark for the first time since 
1931. 


Among the important dividend 
actions of the month was the 
declaration by Houdaille-Hershey 
of a quarterly of 25 cents on its 
Class B stock, the first to be made 
on this stock since July, 1930. The 
company also declared the regu- 
lar of 62% cents on the $2.50 
Class A preferred. Both dividends 
are payable Oct. 1 to 
record Sept. 23. 


Last 
Week 
24 Motors 


10 Car-truck co's... 31.6! 


16.3 
15.23 


Increased Dividends 

An increased dividend was de- 
clared by Noblitt-Sparks Indus- 
tries, Inc., amounting to 37% 
cents for the quarter, payable 
Oct. 1 to stock of record Sept. 20, 
as against 30 cents in preceding 
periods. Hercules Motors also in- 
creased its quarterly rate to 25 
cents, payable Oct. 1 to stock of 
record Sept. 20, this comparing 
with previous quarterly disburse- 
ments of 15 cents. 

Trico Products declared the 
regular quarterly of 62% cents 
payable Oct. 1 to stock of record 
Sept. 10. Ross Gear & Tool Co. 
declared the quarterly of 30 cents, 
payable Oct. 1 to stock of record 
Sept. 20. Waukesha Motor de- 
clared the quarterly of 30 cents, 
payable Oct. 1 to _ record of 
Sept. 14. 

Firestone Tire & Rubber de- 
clared the quarterly of 10 cents 
on its common stock, payable Oct. 
21 to stockholders of record Oct. 
4. Fisk Rubber declared the 
quarterly of $1.50 on its preferred, 
payable Oct. 1 to stock of record 
Sept. 12. McQuay-Norris Mfg. de- 
clared the quarterly of 75 cents a 
share on its common, payable 
Oct. 1 to stock of record Sept. 20. 

Marlin Rockwell declared 50 
cents on its common, payable Oct. 
1 to stock of record Sept. 20 and 
Norwalk Tire declared 50 cents 


stock of 


on its preferred, with the same 
payable and record dates. 

The New York Stock Exchange 
quoted E. G. Budd Mfg. common 
ex-rights to buy two additional 
shares for each three held on 
Sept. 9. 

Allied Products’ recapitalization 
plan apparently has been dead- 
locked and alternate plans are 
being prepared for submission to 
stockholders. The new plans are 
| expected to call for a higher call 
and liquidation price for the “A” 
stock, probably $37.50 a share in- 
stead of $27.50, according to re- 
ports in financial quarters. Larger 
cash payments or more common 
stock are also anticipated. 

See Recession 

It is reported that Bohn Alumi- 
num & Brass may issue bonds or 
convertible debentures to finance 
large scale production of alumi- 
num from its alunite deposits in 
Utah and Colorado. 

Attention now is turning to 
probable earnings of automotive 
companies for the third quarter 
and the full year. Prospects are 
for something of a recession in 
the current period, with a strong 
comeback in the final three 
months. It is being estimated 
that General Motors will show 50 
cents or more for the third quar- 
ter and around $3.00 a share on 
its common for the full year. 
Forecasters of earnings on Chrys- 
ler for the full year are running 
from $6.00 to $8.00 a share, having 
been raised from the earlier esti- 
mates of around $5.00. 

Blue Ridge Corp., an investment 
trust, reported holdings of the 
following automotive shares as of 
June 30, last: Bendix, 7,000; Bohn 
Aluminum, 3,300; Borg-Warner, 
6,500; Chrysler, 15,000; General 
Motors, 6,500; Timken Roller 
Bearing, 9,000. 


Noblitt-Sparks Dividend 


Chicago, Sept. 13.—Q. G. Noblitt, 
president Noblitt-Sparks Corp., told 
directors that current sales were 
running at the highest rate in the 
history of the company, here today. 
He also stated that payrolls for the 
first eight months of 1935 were sim- 
ilarly at the highest rate in the 
company’s history. He stated that 
bookings for the different parts, 
supplied by Noblitt-Sparks for the 
|new 1936 car models, coming in at 
|a very satisfactory rate. 
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Last Minute Wall Street Wires 
From C. J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


New York, Sept. 13, 2:46 P.M.—Motor shares were in demand 
until the last hour, when profit selling came into the list. 
New high marks for the year were reached by numerous 
motors before the selling came in, among the features 
having been Chrysler and Bendix. Fractional gains over 
yesterday’s close were the rule at the close, 








Multibestos Co. 
Is Taken Over 
By Raybestos 


Aluminum Industries 


To Resume Dividends 
Cincinnati, O., Sept. 13.—Re- 
sumption of dividend payments on 
stock of Alumium Industries, Inc., 
manufacturers of Permite prod- 
ucts, was announced by H. J. 
Hater, treasurer and general man- 
ager, following the semi-annual 
meeting of directors when they 
voted to put the stock on a forty 
cent per annum basis and author- 
ized a quarterly payment Oct. 15, 
to stock of record, Sept. 30. 
Business during July and Aug- 
ust and that already booked for 
the remainder of the year, Hater 
told directors, will exceed the 
volume for the same period last 
year by an appreciable per cent. 
Inasmuch as manufacturers will 
introduce their new 1936 automo- 
bile models next month, he said, 
a steadily increasing demand, 
during the remainder of this year 
and through the winter and 
spring of 1936, is anticipated. 


Bridgeport, Conn., Sept. 13.—The 
Raybestos - Manhattan Co., oper- 
ating plants in this city and in 
New Jersey, has acquired owner- 
ship of the Multibestos Co., Wal- 
pole, Mass., makers of Multibestos 
brake lining and clutch rings, ac- 
cording to announcement by Mor- 
ton F. Judd, Raybestos secretary. 


The purchase includes all trade- 
marks, complete manufacturing 
equipment, good will and other 
assets aside from the real estate 
and inventory. The Multibestos 
Co. has distributed its products 
throughout the United States as 
well as in foreign territory. The 
company was taken over in 1919} 
by the Dewey & Almy Chemical | 
Co., Cambridge, Mass., from 
which Raybestos - Manhattan ac- 
quired it. — — 





Plans for merging the new unit 
with the acquiring company are 
now being perfected by the execu- 
tive sales staff of Raybestos. The | 
Multibestos plant at Walpole has | 
an annual capacity of 20,000,000 
feet of brake lining and 1,500,000 
clutch rings. The company was 
founded in 1911 as the Standard 
Woven Fabric Co., and the name 
was changed in 1919. 


Houdaille Co. Resumes 


Class B Disbursements 

New York, Sept. 13.—Resump- 
tion of Class B disbursement by 
Houdaille-Hershey was one of the 
features of dividend news yester- 
day. 

Houdaille-Hershey’s quarterly 
disbursement of 25 cents, placing 
ithe stock on a $1 annual basis, 

is the first to be made on the 
| issue since July 1, 1930. 





The price involved in the trans- 
action was not disclosed. 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE 
(Furnished 


NEW YORK 
Allis Chalmers Mfg. 


& F, 


American Chain 


American C. 


American Woolen 
Auburn Auto (2) 
Bendix Aviation .. 
Bohn A. & B.... 
Borg-Warner 

Briggs Mfg. 

Budd Mfg. Co., E. 
Budd Wheel Co. . 
Ne ia bons 
Cleveland Gr. Br. .. 
Collins & Aikman . 
Commercial Credit . 
Commercial Inv. T. 
Continental Motors 
Curtiss-Wright 
Curtiss-Wright A 
du Pont de Nemours 
Eaton Mfg. 

Electric Auto-Lite 
Electric Storage Battery 
Evans Products . 

Federal Motor . 
Firestone T. 

Gabriel Co. A 

General Elec. (80c) 
General Motors .. 
Glidden 

Goodrich, B. F. . 
Goodyear T. & 
Graham-Paige 

Hayes Body Corp. . 
Houdaille-Hershey 
Houdaille-Hershey A . 
Hudson Motor 

i eee 
International Harvester 
Johns-Manville . 

Lee Rubber & Tire...... 
Libbey-Owens-Ford Glass 


(2) 


OF MARKETS, FRIDAY, SEPTEMBER 13, 1935 
by Wm. C. Roney Company, Union Guardian Building, Detroit) 


Last Sale High 


Sept. 13 Sept. 6 | 1935 


Low 
1935 


Sept. 13 Sept. 6 


| 
2834 
23 
18, 
834 8, 
3635/4 3534 
22% 21 
50 48 
51 

46), 

5% 


73 


25% 
24 
337%, 


241, 
233/, 
32 
221 
41% 
1014, 
16% 
157, 
15!/> 
4, 
21%, 
3 
19% 


Ludlum Steel . 

Mack Trucks (1) 

Marlin Rockwell .. 

814, Midland Steel 

1714 Motor Products . 

71, Motor Wheel .. 

4%, Murray Corp. 

11 Nash 

12 Pacific Mills 

3, Packard 

1614. Raybestos Manhattan . 

214 Reo Motor . ras 
Republic Steel Corp. ........--. 

Sparks-Withington ....... 

Stewart-Warner 

Studebaker 

Thermoid Co. ; 

Thompson Products . eels 

Timken Roller Bear. .... 

Union Car. & Carb. 

U. S. Industrial Alcohol 

U. S. Rubber 

Westinghouse E. 

Yellow Truck ....... 

Young Spring & Wire 


281% 
23 


21 


25% 
28'/, 
331/, 
24 
431» 
11% 
173% 
19!/, 
21 
57s 


22" 


123/, 
18%% 
20 


8 4\4, 
71% 197%, 9 

53/4 314, 
13% 6% 
54 24 
5% 21 
193% 133% 
52% 284% 
69/4 44 

47s 351g 
174 91g 
8015 32% 
6s 2% 
381/ 18 


13 


CHICAGO 
Asbestos Mfg. 
Bastian Blessing 
Bendix Aviation ... 
Borg-Warner 
Houdaille-Hershey B 
Modine Mfg. ......-.- 
Perfect Circle 
¥, Pines Winterfront ... 


15% 

r1/, 
12 
2812 

6% 


31 


DETROIT 
Hall Lamp Co. ....... 
Hoover Steel Ball 
Parker Rust Proof . 
Timken-Detroit 
Warner Aircraft Corp. .........- 








Advances, Feature Motors 


American Chain 


Votes $1.75 for 
Preferred Stock 


New York, Sept. 13.—American 
Chain Co. has declared a dividend 
of $1.75 on its 7 per cent cumu- 
lative preferred stock on account 
of accumulations, payable Oct. 1 
to stock of record Sept. 21. This 
is the first dividend on this stock 
since Jan. 1, 1932, and the ac- 
cumulations, after payment of 
this dividend, will amount to 
$24.50. 

The company now has outstand- 
ing 88,261 shares of preferred 
stock. As of Dec. 31, 1934, there 
were outstanding 95,261 shares. 
During the six months ended 
June 30, 1935, the company pur- 
chased 7,000 shares, all but 36 of 
which were acquired for its 1934 
and 1935 sinking funds, the de- 
fault which existed in its sink- 
ing fund having been cured dur- 
ing this period. 

Gross billings of the company 
for July and August were ap- 
proximately 25 per cent greater 
than in the like period last year. 


Operations for the six months 
ended June 30, 1935, after all 
charges including Federal taxes, 
resulted in a net profit of $517,606 
compared with a profit of $244,500 
for the corresponding period of 
1934, and losses of $656,753 and 
$1,823,118 for the first halves of 
1933 and 1932, respectively. 

As of June 30 the company had 
cash on hand of $1,714,690. Dur- 
ing the first six months of the 
year the company retired its first 
mortgage bonds and the only 
funded indebtedness now out- 
standing consists of $1,650,000 5- 
year serial notes with the banks. 
These notes mature $130,000 on 
Apr. 24, 1936, and $380,000 annu- 
ally thereafter. 


Republic | Seeel 
Corp. to Spend 
Million Dollars 


Cleveland, Sept. 13.— Republic 
Steel Corp. is spending upwards 
of $1,000,000 for improvements and 
additions in its Warren, Ohio, 
plant, the company announced 
VW ednesday. 

Two new three-high mills are 
being installed for making break- 
downs for tin plate, complete with 
furnaces and doubler. Additional 
feeder and catcher tables, pack 
furnaces and other equipment are 
being added to finishing mills. 
This new equipment is designed 
to improve quality and speed pro- 
duction of tin plate. 

Work is also being rushed on 
the new four-high reversing cold 
mill purchased a short time ago, 
increasing the plant’s capacity for 
strip tin plate. 


CONVENIENT LOCATION | 
SUPERB SERVICE| 


ADJOINING 


The CORONADO Flote! 


LINDELL BLVD. AT SPRING ave 


SAINT LOUIS 


UNDER THE DIRECTION OF PRESTON-): BRADSHAW 
a 








the 








Liquidation 
Effective Oct. 1, Nash Motors Co. has placed the ad- 


vertising of Nash cars with J. Walter Thompson Co., 
This agency has handled the LaFayette account | 


cago. 
for two years. 


Frederick & Mitchell, Inc., which has been handling the | 


th Dimension 


The News of Automotive Advertising 
By GERRY SCHURMAN 






Chi- 


Nash account, will liquidate its business. 


M. V. Wieland, who has been 
contacting the LaFayette account, 
will be contact man for both Nash 
and LaFayette. No other plans 
of the agency staff have been an- 
nounced. 


Frederick & Mitchell, about 


three years ago, took over Green, | 


Fulton & Cunningham, the agency 
which at that time had the Nash 
account, and have had 
then. 


Return 


Karl Bronson, first advertising | 


manager of De Soto and recently 
advertising manager of LaFay- 
ette, has returned to De Soto as 
sales promotion 
and 
manager. He 
will start there 
in about two 


three years ago, 
he became ad- 
vertising man- 
ager of Graham- 
Paige. From 





Karl Bronson 


went 
Fayette when that car was 
troduced and has been with the 
company until last week. 


President 


Stuart G. Phillips, 


it since | 


advertising | 


weeks. 
After leaving 
De Soto, about | 


Graham he| 
with La-| 
in- 


advertising 


| appointed export advertising man- 
|ager and Walter Sauer, former 
|export advertising manager, has 
fee: promoted to assistant 
Fred B. Henderson, advertising 
manager of the company. 


| Minimum 


Buick’s broadcast of the Joe 
Louis-Max Baer heavyweight 
| fight, announced in 4th Dimension 
|last week, will keep commercial 
announcements to a minimum, 
|according to Thomas H. Corpe, 
director of advertising and sales 
promotion for Buick. 


The fight will be held 
Yankee Stadium, Tuesday, Sept. 
24, at 10 p.m., EDST., and broad- 
cast over the NBC-WEAF-WJZ 
networks, including Canada and 
Honolulu. A complete blow-by- 
blow description from the ring- 





| entire fight will be broadcast re- 
| gardless of length, Buick 
| There will be but one brief 
|nouncement at the beginning of 
the contest and another during 
| the bout, the sponsors declare. 


The Baer-Louis fight, which 


promises to attract the first $1,- | 


000,000 gate since the days of Tex 

| Rickard, will afford the winner 
a chance at the heavyweight 
|crown now held by James J. Brad- 
dock. 


manager of the Dole Valve Co., | 


Chicago, has been elected presi- 
dent of the Engineering Adver- 


tisers’ Assn. Phillips was for- 
merly vice-president and a di- 
rector of the association. 
Change 

Tide Water Oil Co. has made 
two changes in its advertising 
set-up. R. F. Leighton has been 


a 
y 


‘ 


| 








Transformation 

A promotion piece for the Na- 
| tional Automobile Show uses a 
| sheet of red cellophane to show 
the transformation in the motor- 
| ist’s mind after visiting the show. 
3efore the show his mind is a 
conglomeration of accessory 
names. Dropping the red cello- 
phane over the picture cuts out 


Ope) @! LL 
+ 


You don’t have to be fussy 


about hotels to appreciate 


Hotel Cleveland 


But 


if you are, you will. 


iro rent 





i 





to | 


in the | 


side by ace NBC announcers will | 
be followed by a summary. The | 


says. | 
an- | 


| the 


| 
| 
| 
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Friends Honor Hyde 












| 
| When Earl N. Hyde was promoted from Detroit to New York branch sales manager of General Outdoor 


Advertising, 66 of his Motor City associates held a surprise banquet for him at the Recess Club, Detroit. 
| At the speaker’s table were, from the left, Ralph Bozelle, structural engineer, Hyde, James Strasburg, 
Frank Riley, E. M. Zuber, outdoor advertising director for Campbell-Ewald and W. J. Mattimore, general 
manager of MacManus, John & Adams, Inc. In the faint foreground are, from the left, Harold VanDeusen 
of Continental Lithograph, R. A. Stouffer, of Outdoor Advertising, Inc., and Edward McCammon of 


McCann-Erickson. 





the red printing and green fig- 
ures show through black and pre- 
sent “Your Product” uppermost. 


Solitaire 

Verne Tucker, for the past five 
years manager of the sales pro- 
motion and direct mail a. 
ments of Camp- 
bell - Ewald Co. 
Detroit, serving 
the automotive 
divisions of 
General Motors, 
has established 
an agency in 
his own name in 
the Curtis Bldg., 
Detroit. 
handle 
adver tising, 
sales promotion 








Verne Tucker 


and local repre- | 


sentation for suppliers of sales 
promotional materials. 

His present connections include 
Asbestos Mfg. Co., 
Ind., makers of Amco brake lin- 
ing and clutch facings; Marshall 
Field & Co., Chicago, 
prizes for sales contests; and 
Packaging Products Co., Cleve- 
land. 

Tucker advertising 
manager of The American Boy 
Magazine, account executive of 
the J. Walter Thompson Co., and 
for 15 years general manager of 
a commercial art studio bearing 
his name. 


Move 


World 
soon move 
at 711 Fifth Ave., 
will use the 13th, 14th and 15th 
floors, and will be nearer the 
center of broadcasting activity. 


has been 


3roadeasting Co. will 
to the old NBC Bldg. 
New York. They 


Transferred 
The Detroit 
Publishing Co. 


office of Curtis 
announces the 
addition 
Field, who is 
transferring 
from the New 
York office of 
Curtis, as a Sat- 
urday Evening 
Post representa- 
tive. 

Field, who 
joined Curtis in 
1919 in Chicago, 
has served the 
company in sev- 
eral important territories and is 
well known in advertising and 
business circles in New York and 
Middle West. 


Buys Plant 


Mich., Sept. 





C. B. Field 


Cadillae, 13.—Acme 


No. 2 plant here has been purchased | 


by the Cadillac Malleable Iron Co. 
to expand its operations in machine 
work and finished castings. This 
plant will be used also for the 
manufacture of the company’s Acme 
six-wheeler truck attachment, which 
has been on the market for the last 
three years, and has proved a good 
seller, according to R. J. Teeter, 
manager. 


of Charles B.} 


He will | 
general | 


of interest and demonstrated to me 
| that you have a good memory. May 





r : “ 
in rh ies Corner the letters on your typewriter never 
| grow less. 
: ; : To you and your associates con- 
(Continued from Page 6) [ito you on the 10th Anniver- 


Stratfield Hotel, Bridgeport, Conn., I | sary Number. I read it from cover 





will immediately reimburse you for | to cover—R. J. Murphy, manager, 
the cost of the paper and postage. | Washington Automotive Trade Assn., 
Ray C. Ripley Boston, Mass. Washington, D. C. 
‘ 
“ge 
Excellent Job Dandy Paper 
I have just looked over a_ copy | oe ; . 
of your 10th Anniversary number We are enclosing check in the 
and want to congratulate you on | 2™ount of $10.00 and renewal card 
your nice old age, and also on the for two (2) years subscription to 
|} excellent job you have done with the Automotive Daily News. 
this publication since you took it You have a dandy paper, by far 
over. . the best paper in the industry.—Sam 
Every now and then I get over P. Hale, Ford dealer, Ardmore, Okla, 
to Detroit and the next time I 
come I am going to endeavor to 


/get over to see you—George Fish- | As Qthers See It 








Huntington, | 


: | 
merchandise | 


back, mgr., general advertising de- 

partment, Times Press, Akron, O. 

(Continued from Page 6) 

Initiative for traffic fatalities have not the 

I estimate that in addition to | S#me deliberate criminal intent that 
advertising matter, someone has | those persons have whom the G- 
| written over 100,000 words for the | ™en deal with, there isn’t much 
| ADN Anniversary Number. difference between being killed by 

That's a lot of copy and all of it | ® bullet and being killed or maimed 
is most interestinc. for life by a motor car or truck. 

You and your staff deserve a lot | . rhe economic loss to the Country 
of credit for your initiative-—Palmer | 70™ 36,000 traffic fatalities last 
E. Winslow, Evans - Winter - Hebb, | Y¢#" would have been no greater if 
Inc., Detroit, Mich. those lives had been snuffed out by 

: machine gun 

fais a If the States do not or cannot pro- 
Cover to Cover tect the public from snpeneanl 
_ As an old timer, having started | traffic hazards, they may find that 
in the Automotive Industry in 1930} a higher authority will take over 
your “Highlights of a Hectic Dee that duty and do it for them. 
ade” was read with a great deal! Detroit Free Press. 
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11-250 GENERAL 
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Where — 


AUTOMOBILES 
Are Sold 


Her E is an outline map of the United States. And, so far as the average business- 
man in Constantinople, Johannesburg or Hongkong knows, these boundaries 
provide a place in which a large volume of business is done. 


On the other hand, this map merely designates the boundaries within which 





29,900,000 families live. To manufacturers of automobiles—and other products— 
it illustrates nothing but the vast area of the country. It furnishes no clue to the loca- 
tion of places where prospects may logically be found; places where selling efforts 
should be concentrated. 

The American Weekly has told these facts to many executives in the automotive 
field. Maybe that is why some of the most important automobile manufacturers find 


it profitable to advertise in The American wee 


TH EAN ERICAN 
== FAWEEKLY 


Circulation 
in the World 
“The National Magazine with Local Influence” 


Main Office: 959 Eighth Avenue, New York City 
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